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75% eon, 
TOTAL WAIST 
SALES 
ON SIZES INSTEP 
ABOVE 6 
BALL 
LENGTH 
Nationwide surveys show 75% total sales =. For seven years Vulcan experiments to 3 New method controls ball, instep and 
7 . 
on better-grade shoes on sizes above 6 improve fitting quality of Lasts—perfects waist measurements, brings them into cor- 
widths narrower than B—with 85%, fitting = +-— duplicating machines that automatically ba rect location from back of model, regard- 
complaints on these very same sizes! - produce Last models in all sizes. , less of overall length. 
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|, Because vital fitting measurements of “Controlled Measurements" outmode hit- Your Vulcan representative can graphically 


models are automatically controlled to 5. or-miss "wedge" methods of model-making © show you in five minutes’ time the perti- 
reproduce contours of original 4B model, —eliminate 17 former hand operations, | oa a 

new, patented method is called “Con- assure more perfect fit, more graceful lines. nent facts behind “Controlled Measure- 
trolled Measurement" Model-Making. } in top-size, narrow-width shoes, ment" Model-Making. Send for him today. 








BE FEATURED 


1 N OCTOBER 


MADEMOISELLE 





—s 








THEY’RE JUST WHAT YOU ORDE 


* FOR SMART SUITS 
* FOR CASUAL WEAR 
* FOR DEFENSE WEAR 


* AND JUST FOR FUN 
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Smart, young, clever from toe to © 


heel...they are designed to 


match the boundless energy that 


you spend each day... 


or at play. 


DIVISION OF CARMO SHOE MFG. COMPANY — DEPT. 


at work 


$595 and $695 
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WRITE FOR AGENCY INFORMATION 
1525 WASHINGTON AVE., ST. LOUIS 


UNION, MO. 
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THE FALL SEASON’S HIGHLIGHT 
For FASHION ano UTILITY WEAR 


IN MATCHED SETS 


AND SPEAKING OF MATCHED SETS 
YOU NATURALLY TURN TO... 


Cambridge 


AND ITS NATIONALLY KNOWN LINE 


MEN’S CORDUROY ‘ WOMEN’S CORDUROY 
Retail $2.49 Retail $2.29 











SEE THE INDUSTRY'S MOST NOVEL 
LINE FOR EXTRA PROFITS AND 
NEW cuSsTOMERS AT.... 


ROOMS 894 n> 895 
WALDORF HOTEL - NEW YORK 


DURING JOINT STYLES CONFERENCE SEPT. 16-17 











NEW YORK OFFICE: Rooms 830-843 Marbridge Bldg., 47 W. 34th St. 
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RUBBER COMPANY 


CAMBRIDGE, MASSACHUSETTS 


This business woman 
comes to the desk 
with a _ prescription 


ili visely th 4 <= ‘ : 
sochaniesl ccarestions — . | This young woman in war 


mechanical corrections 


ag - ¥ 8 eS 3 . © work needs the firm founda- 


some consolation 


her fashion sense, the fos + » tion of the TRI-BALANCE 


phrase: ‘‘New shoes 


to patient’s tolerance”’ x. FS uf — principle of shoe building. 


because, after all, 


-- ++ Sly e | Her size: 7-D with B heel on 


palatable and shoes 


must "be interesting a in —_ 7 ¥ 380 Last—fits her for her 
’ new victory work. 


CORRECTLY BALANCED 
Lee RAPP 


After thorough mea- 
surement it is de- 
termined she needs 
9% AA width at the 
ball, with AAAA at 
heel, in a 14/8 shoe 
on Last 468. 
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THAT MUST BE FITTED PRECISELY) 


-W. B. COON SHOES SERVE THAT TRADE 


When the medical advisor to a war plant discovers that 


In the pic 
tion in his 
thousand 

the secret 
standing up to a machine, he prescribes shoes “correctly at feet fre 


To inform the patient of strict : : ; . 
adherence to the prescription, the foot fatigue is a problem affecting the efficiency of women 
fitter points out precisely what ‘ 
she gets in the shoe, as per the 


doctor's order. balanced” by a competent shoe specialist, in service to & his >a 
, - standing 


troubled feet. Here’s where Lee Rapp comes into the pic- progredeive 


ture, playing a part in the tremendously important work of 
helping women war workers to stand the strain and foot Of 
pressure of continuous work. 


Here again we find W. B. COON Shoes fitting the new needs 
of new workers, capable of paying for fine footwear ex- 
pertly made and properly proportioned. 








YPES OF SHOES 


wedi, 10 
IMERICAN WOMEN 


p the center of the friendly city of Philadelphia, a 
becial shoe service is to be found in a suite of up- 
irs offices at 1011 Chestnut Street, owned by Lee 

. He has convinced doctors and professional 

in the field of health work, that there is a 
ce for a service of shoes on prescription that fol- 

precisely the written order and that he and his 
uff can fulfill the mechanical functioning needed by 
tients in their corrective footwear. 


is a business with no commercial promotion 
it—no advertising and no solicitation except for 
s made at medical and professional conven- 
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So exacting a business is based on these six points: 


LEE RAPP SHOE SERVICE: 


(1) Shoes expertly fitted on prescription 

(2) Correction made on prescription ONLY (in- 
terior or exterior) 

(3) Home service for invalids and semi-invalids 

(4) Private fitting for special cases 

(5) Corrective shoes in zephyr and basic weights 

(6) Repair department on premises. 


In the picture you see Lee Rapp putting a prescrip- 
tion in his steel filing case, where there are several 
thousand names, with their complete records. Here’s 
the secret of his success in his own words: “We look 
at feet from the doctor’s perspective and interpret 
his written order precisely. There is perfect under- 
standing between us and we’ check and verify the 
progressive development of the foot, on his order.” 


Of particular significance is the service 
rendered by Lee Rapp to invalids and 
semi-invalids unable to come to the of- 
fice. This too is part of the business of 
W. B. COON COMPANY in furnishing 
types of shoes essential to American 
women, in health as well as in sickness. 


Lee RAPP OF PHILADELPHIA OPERATES 
A STRICTLY PRESCRIPTION SHOE 

BUSINESS ... WITH SHOES UNBRANDED 
ALL MAKE-UPS BY W. B. COON COMPANY 


W. B. COON Shoes — SELECTIVE INSTOCK 
SERVICE — is now on a war-basis of opera- 
tion—utilizing only those materials not essen- 
tial to our military forces. 


A—FREE TREADS: A related series of 
broad tread straight lasts. 


B—OUTFLARES: A related series of 
broad tread outflare-lasts. (Both of the 
above groups are available with the 
TRI-BALANCE insole as well as in the con- 


- ventional welt construction.) 


37 CANAL STREET e ROCHESTER, N.Y. 


47 WEST 34th STREET ©. Sanita york ‘Or: 
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Localized Last facloues 


fie Serving 





~shoe manufacluhors -Cimouicams oft -the WarLl fort 


United Last Factorics — eight of 
them, were established in im- 
portant shoe centers to provide 
shoe manufacturers with quick 
service and the close communi- 
cation desirable throughout the 
exacting stages of model last- 
making and trial shoemaking. 
Today, in retail stores every- 
where, the shoes of many manu- 
facturers are making or main- 
taining a reputation for fine fit in 
all sizes and widths because they 
are made over United lasts. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


Millions of shoes on the active 
feet of young and old Ameri- 
cans—students, workers, house- 
wives, and Service men, fit bet- 
ter because of localized United 
Last service. 

The nation-wide organization 
which provides each United Last 
Factory with current style infor- 
mation and the latest technical 
improvements in last-making, 
also lends strong support to the 
craftsmen at work making “Fit 
Foremost Lasts.” 


FITZ BROS. CO., Auburn, Maine 

UNITED LAST CO., Brockton, Mass. 

T. W. GARDINER CO., Lawrence, Mass. 
STEWART & POTTER CO., Brooklyn, N. Y. 


Partofthe United Last Company's 
manufacturing facilities are en- 
gaged in war production, but 
each United Last Factory is still 
providing the complete last serv- 
ice which shoe manufacturers as- 
sociate with the name “United.” 
Shoe center location means that 
local transportation can be uti- 
lized for quicker deliveries. 
Conflict is avoided with ship- 
ments being made on main trans- 
portation arteries where essential 


war materials have first call. 
EMPIRE LAST WORKS, Rochester, N. Y. 
KRENTLER BROS. CO., St. Louis, Mo. 


KRENTLER BROS. CO., Milwaukee, Wis. 
UNITED LAST CO. LTD., Montreal, P. Q. 
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PerFORMance VALUES 


The merchant looks to his records for the 
results that come from a well-balanced 
line of men's shoes—smartly styled to the 
tempo of the times and having merits 
of good materials, properly assembled. 

The merchant is in business to make 
money and the PerFORMance Value of 
JOHNSONIAN shoes has proven to be 
pleasurable to him as a business man 


because they are profitable to his store. 


Ne. 8513 —Tan 


pe . “Smartest Shoes on the ’ Geol Bal, Heavy 
“ are made by an organization Perforated Wag 
te a nation-wide service, active . on ae 4 bw : 
manvfacturing and in distribution. SOMETHING HAS BEEN ADDED —s Sole, Grain In- 


sole, Leather 
a 


JOHNSON reful 
— Sanitized FOR PROTECTION Heel. 





0K N $0 | ) | D I VI S I 0 | ENDICOTT-JOHNSON * NEW YORKCITY + ENDICOTT,N.Y. + ST. LOUIS, MISSOURI 
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Millions of feet supporting armies of war and civilian workers at new vital tasks, 
must have extra protection against breakdowns, aches and other foot ills. Arches 
must be supported. 


Of outstanding improvement over rigid, bulky, old-type supports, the new 

simple ARCH-CRADLE CONSTRUCTION consists of a strip of specially woven 

SHUGOR, stitched at the proper points and suspended at an angle from the 

inside top-line to the outer insole-line of the shoe. This goring passes through the 

perme which has been split from heel to ball, and provides firm, gently-flexing 
upport, that tones up the muscular action of feet when walking, and gives 
“floating” uplift and support when standing. 


ear to present patterns and lasts, ARCH-CRADLE CONSTRUCTION is 
suitable for dress shoes and for work shoes . . . for men, women and children. It 
is simple, sensible, scientifically sound and correct. 








For complete information, write 


RCH-CRADLE | 


pwee tee tt 


THOMAS TAYLOR & SONS INC. 


HUDSON MASS. 
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From where we stand, the picture 
looks just about like this. 

The rubber shortage is critical. 
First claim on whatever amount 
or kind available is for military 
purposes. Other sources of rubber 
such as synthetic, etc., are in the 
development stage and will not 
affect the rubber footwear situa- 
tion in 1942. 

However, the Government has 
made an allotment of rubber to 
manufacturers for rubber footwear 








for necessary civilian health protection. 

The ingenuity and resourceful- 
ness of American manufacturers is 
going to make available a sub- 
stantial quantity of rubber foot- 
wear. This rubber footwear is de- 
signed and constructed for utility. 

We believe it is our obligation to 
devote all our resources, experiefice 
and ability to producing a maximum 
number of pairs from our allotment 
of rubber and to distribute it on 
an equitable basis. 





HOOD RUBBER CO. 


A DIVISION OF 


B.F. GoopRIcH 


We call the new footwear “ Dura- 
tion Quality.” It is serviceable 
and will give adequate wear with 
proper care. 

“Duration Quality” footwear is 
made over our usual form-fitting 
lasts under the same advanced fac- 
tory methods and with the same 
exceptional craftsmanship as the 
famous Hood and B. F. Goodrich 
footwear of other years. 







Boot and Shoe Recorde: 





a 















Volume CXXII, Number 2 
September 5, 1942 






ents... 


Voice of the Trade 13 











H EVERIT 8. TERHUNE, President 













Vice-Presidents Washington Newsreel 16 
ARTHUR D. ANDERSON H. WALTER SCOTT ; 
BERNARD C. BOWEN Program of Spring Style Conference 17 
HUGH M. BOWEN GORDON SCOTT Style Trends in Second Fall Lines 18 
‘ EVERIT 8. TERHUNE, JR., Advertising M 
ee aes Train Salesmen for War Work 20 





EDITORIAL STAFF 
ARTHUR D. ANDERSON, Editor 
RAYMOND L. FITZGERALD, Managing Editor 





The Editor's Outlook 22 






snnme 2. Ganae For a Greater Appreciation of All Leathers 25 


Art Director and Promotion Manager 






Wartime Controls for Shoes and Leather 28 / 






OWEN A. THOMAS, Associate Editor 









HARRY R. TERHUNE, Field Editor Spring Leathers Subject to War Limitations 30 
ELEANOR M. RUTLEDGE, Fashion Editor Leather Supply May Pose a Spring Problem 32 | 
HERBERT B. GOODRIDGE, Make-Up Editor , aot 
" RAYMOND H. GOODRIDGE, News Editor Wartime Activities Call for Diversity of Leather 34 | 
JOHN F. W. ANDERSON, Research Editor Make the Most of Available Leathers 36 






L. W. MOFFETT, Washington Editor 
J. DONALD BROWNE, Associate 





Half Century of Service in Shoes 49 
Shoe News 






) 


- 















Owned and Published by ADVERTISING STAFF 










CHILTON COMPANY, Incorporated E. B. TERHUNE, JR. GORDON SCOTT 
Executive Office 100 East 42nd St., New York, N. Y. DONALD R. MacARTHUR 
Chestnut and = he Pe, Pa. Telephone: Murray Hill 5-8600 140 Federal St., Boston, Mass. 
Editorial and Advertising Offices es daa Telephone: Liberty 4460 
100 East 42nd Street, New York, N. Y. le th 
oe B. C. BOWEN 
H. WALTER SCOTT 
; OFFICERS AND DIRECTORS 209 S. State St., Chicago, Ill. Chestnut & Séth Sts., Philadelphia, Pa. 
C. A. MUSSELMAN, President a ae ae Telephone: Sherwood 1424 
JOS. $. HILDRETH, Vice-President ne eo i 3 





GEORGE H. GRIFFITHS, Vice-President 













EVERIT B. TERHUNE, Vice-President HUGH M. BOWEN HARRY R. TERHUNE 
J. H. VANDEVENTER. Vice-President 1627 Locust St., St. Louis, Mo. 201 Oceano Drive, Los Angeles, Calif. 
C. S. BAUR Vice-Prest dent Telephone: Garfield 3347 + Telephone: Arizona 36270 
WILLIAM A. BARBER, Treasurer 
Om ren Seer, Cente Member, Audit 8 f Circulations, Associated Bus! 
em fr, ui vreau oO rcu ons, ssoc jusiness 
JULIAN CHASE = THOMAS L. KANE Papers. Published every Saturday. Yearly Subscription Price: 





G. C, BUZBY P. M. FAHRENDORF United States and Possessions, Mexico and Cuba, $3.00; 
HARRY V. DUFFY CHARLES J. HEALE Canada, $3.50. Foreign, $10.00. Single copy, 25 cents. 





she 
was 
going 
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I.Miller 








Maybe you think she isn’t very realistic, but some people have to bump into a fact. 
And it’s a very real fact that many of your customers won’t even get as far as the “No Gas” sign 
on the nearest filling station. But denying a woman something she needs only increases 


her desire and here’s a customer, in the mood to buy, stalled before she gets to your door. 


tte ne 





lets read her mind 


She sits on the running board of her car that can’t take her to you. She’s frustrated, but not for 





long. She’s been hearing about I.Miller shoes all her life. She needs a pair, and she’s going to have them. 
She remembers the last pair she bought. She walked out in them and wore them comfortably 
all evening. That salesman knows what last those shoes were! She heads for home and the telephone 


and orders her new I. Millers sight unseen. She puts her faith in the 1. Miller label! 


teach women to trust the [.Miller label 


Tell them, every chance you get, what the I. Miller label stands for. For three generations 

it has stood for quality. Now, when conservation, curtailing, is a government requirement, we have 
entered whole-heartedly into the challenge to give the women of America shoes that will take 

the extra wear necessary in curtailed wardrobes, shoes that are worth conserving. We have met government 
regulations and can still produce shoes of fine, honest stuff in which we are proud to put the I. Miller 


quality label. Women are label-conscious today. They won’t be bored by factual information. 


« I. Miller & Sons, Inc., Long Island City, New York Shops and agencies in principal cities 
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AN Army of old men. That’s what 
we are fighting with. And they are 
going to be even older because Sec- 
retary Stimson lifts the bar in the 
following announcement: “Men be- 
tween the ages of 45 and 50, who 
have character, skills or aptitudes 
which make their enlistment desir- 
able and who are otherwise quali- 
fied, may enlist in the Army.” 

So we're off to raising a big 
Army, a complete nation in arms 
almost; but let’s see what kind of 
men make the best soldiers. Let’s 
go back to the Civil War. The 
Army totaled 2,778,304 men. Of 
this grand total, some two million 
men were of the age of 21 or less. 





Break it down still further: 1,151.- 
138 were 18 years or less; 800,000 
were 17 years or less; 200,000 were 
16 years or less; and 100,000 were 
15 years or less. Well, those babies 
certainly fought war at its hardest 
because there has been no war, any- 
where, that had the mortality in 
action of the Civil War—men 
against men. 

What does all this mean in terms 
of shoes over the fitting stool in 
the shoe store? Less customers, it 
is true—even though fifty million 
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males still walk in shoes and we will 
have that market even if we have 
ten million men under arms, gov- 
ernment shod. That isn’t the point. 
Uneasy is the market of men cus- 
tomers all the way from the ages 
of 18 to 50. Every man, feeling 
that he is in part vulnerable, may 
say to himself: “I'll get along with 








what I have in footwear.” Maybe 
he is all right when you look at it 
from the war viewpoint; but it is 
natural, in business, to think in 
terms of business. The twain never 
do meet. 

We are not drawing the conclu- 
sions, but we have an idea as to 
where your mind will travel after 
reading this. 


a * * 


BESS BLOODWORTH, vice-presi- 
dent in charge of personnel at The 
Namm Store in Brooklyn, N. Y., 
says: 

“Many times at the close of a 
long session devoted to interviewing 
an applicant for a job in an en- 
deavor to sound the depths of his 
moral, social and business life, | 


have wondered why he does not 
turn to me and say something like 
this: 

“*Now it’s my turn! What sort 
of company is this to work for? If 
I give you the best of my energy 
and abilities, what does it mean for 
me in the years to come? Do you 
put me to work under a supervisor 
who is technically able to teach me, 
but psychologically has no concep- 
tion of what makes me tick? Do 
you feel a responsibility toward me 
as an individual? Do you give 
me the right kind of working con- 
ditions? What is your responsibil- 
ity in keeping me physically fit so 
that I may serve you better? And 
when the best years of my life have 








been given to your service, what be- 
comes of me in my later years?’ 

“I wonder how many of us would 
be able to reply to these questions 
with understanding and interest and 
an acknowledgment of the point of 
view of the individual? 

- * * 


§ HOES at the training camps! 
And evidently there’s no such thing 


as regimentation when it comes to 
style in the Army. While we were 
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standing on a street corner in a 
western city we watched five soldiers 
pass, and not one had on a duplicate 
style. One had a service Munson 
high blucher with a cord tap sole, 
one a plain toe buckle oxford, one 
a blucher plain toe Garrison oxford, 
one a Bal plain toe oxford, and the 
fifth a straight tip tan oxford. So 
goes the Army and its feet. 


* * * 


JACK CLARK, president of the 
National Shoe Travelers Associa- 
tion, in reviewing the many dif_i- 
culties salesmen now encounter in 
making their calls around the coun- 
try, says: 

“As president of the National 
Shoe Travelers Association, I find 
a strong sentiment among the sales- 
men for having conventions. The 
retail trade is willing to attend, as 
it is to the shoe merchants’ advan- 
tage to see all the lines that come 
into their territory, at one time. 
Many of the salesmen find it im- 
possible to make all of the towns 
in their territory by train. And it 


WE WANT 
CONVENTIONS 








is even difficult and often practi- 
cally impossible to make them by 
auto because of the shortage of 
rubber and rationing of gas which 
will undoubtedly be universal the 
country over before long. Men 
traveling by train make poor time 
and have considerable trouble get- 
ting their sample bags hauled. 
Other than the calls in the large 
cities, this system just doesn’t work 
out, although for the duration we 
will all have to do the best we can. 

“Our organization, in conjunc- 
tion with other sales organizations 
in various lines of merchandise, is 
about to start a tremendous effort 
to secure amounts of gasoline with- 
in reason, to cover their territories. 
This also applies to replacements 
of tires. The tire situation may 
work itself out within a reasonable 
length of time. 

“I wish to urge that all shoe 
salesmen, whether members of the 
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Yes or No 








—There's not much difference, nu- 
merically speaking, between a 
two letter word and a three letter 
word. 

—But what a difference there can 
be in the meaning! 

—Take “yes” and "no" for instance. 

—My reaction to “yes” is usually 
exhilarating. "Yes" is more often 
a cheery, stimulating word. 

—Whereas "no" is negative; usually 
causes a feeling of depression or 
failure. 

—lIt's my opinion that “no” has 
been a much overworked word 
during the past two or three 
years. Possibly too many “no's” 
have accentuated the disturbed 
state of mind. 


—If we can bring into daily use 
more “yeses", darned if | don't 
believe we could help the whole 
world situation. 

—What do you say? 


SUT Ean 


President 





National Shoe Travelers Associa- 
tion or not, do all in their power to 
promote buying and business con- 


ventions.” 
* * ¥ 


PHIL BAYES of Solby-Bayes Com- 
pany, Boston, Mass., says: 
“There’s lots more business to be 
had during the Summer months 
than is generally realized. The 
real trouble is that the merchant, 
feeling the heat, just doesn’t go out 
and drum up trade. At least, that’s 
the theory I have been trying out 
this Summer. When the dog days 
came, instead of worrying about 
the heat, I tried turning it on—in 
the form of increased advertising. 
The net result is that July business 
showed a gain over July of last 
year and August was even better. 
People don’t mind shopping on hot 
days nearly as much as merchants 


















































think they do. All you have to do 
is to get your message across and 
they react just exactly as they do 
at any other time of the year.” 
And, by the way, if any of the 
merchants in Boston or vicinity are 
interested in helping to breathe new 
life into the Boston Shoe Guild, Mr. 
Bayes is the man to contact, at 126 
Tremont Street. Several have ex- 
pressed an interest in the Guild 
and take this means to obtain an 
expression of opinion from others. 


* + * 


HATS off to Hector E. Lynch, Jr., 
whose firm, Howard & Foster of 
Brockton, Mass., has received word 
that the Army-Navy Production 
Award for high achievement in the 
production of war equipment is 
soon to be conferred officially. 
When this happens, the Army-Navy 
E flag will wave above the factory 
and every worker in the plant will 
be wearing the pin which is part 
of the award. 

Notification of the award was 
signed by Under Secretary of the 


Navy, James V. Forrestal. Approx- 
imately 1,250,000 pairs of Navy 
shoes have been made by this com- 
pany since early in April of last 
year. And the record is not yet 
complete because this same firm re- 
cently received an award of merit 
from an insurance company which 
certified that 1,210,000 man-hours 
had been worked in the plant with- 
out a lost-time accident; and the 
payroll saving plan of buying war 
bonds and stamps has gone across 
90 per cent. 





* * * 


“LEFTY” ROWE, San Bernardino, 
Calif., shoe retailer, says: 

“Do you remember when I told 
you that American shoe manufac- 
turers would make 385 million 
pairs of shoes in 1942 and they 
estimate the pairage will be 156 
million pairs in 1943 for civilian 
use? If making less shoes will win 
the war, I am in favor of making 
all the civilians go barefooted. A 
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lot of people don’t realize that we 
are in a war—and if they think 
they are going to have ‘business 
as usual’ they are all wet. I predict 
that within another year 80 per cent 
of all civilians will either be in the 
war, or be working in the war ef- 
fort.” As for “Lefty” himself, he 
will soon be in the Army aviation 
force as a lieutenant. 


x oe * 


N. STEINBOCK of Jo-Vels Shoe 
Store, Astoria, Oregon, writes: 

“Most women, in buying foot- 
wear, realize it is difficult to try 
shoes over their bare feet, and, as 
a result, will ask if they may; or 
will make some remark regarding 
the fact they do not have stockings 
on and would like very much to try 
on a certain shoe they saw in the 
window. 





“We have on hand foot socks. 
We tell them it will be all right to 
try shoes on without their hose, 
however it makes it difficult to tell 
exactly how they feel; but that we 
have foot socks and would be very 
happy to let them use a pair so 
they may try on the shoes that they 
wish. In most cases they will buy 
the pair of foot socks they used 
and, many times, two pair. As a 
result, we have a chance to try more 
than one pair of shoes, saying that 
as long as they are in and have the 
foot socks on, they may as well try 
some of our other types of shoes. 
This idea has resulted in additional 
pairs being sold and in many cases, 
if they are unable to purchase two 
pairs of shoes at the time, they will 
lay the other pair away with a small 
deposit. 

“We hope this solution will help 
solve some of the confusion and 
difficulty for the stores that have 
run into this situation.” 


* * * 
PATRICK A. MORGAN of Kansas 
City, Mo., writes: 
“FEET FIRST! From the frost- 
bitten feet of Valley Forge to the 
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pinkily manicured pedal extremities 
of the WAAC is a long cry. Feet 
have carried us forward from the 
Cradle of the Republic and the Vir- 
ginia Reel to the rhythm of the 
Conga and the rumble of a march- 
ing menace to militarism. The im- 
prints of American feet are gradu- 
ally spreading over the world to 


wv 
$$ \re 


carry freedom to nations cursed by 
Nazi hatred and Oriental savagery. 
The downtrodden peoples have their 
ears to the ground, listening for the 
footsteps of liberation. The best 
shod Army in the world is on the 
march. 

“Millions of men—your boys and 
mine—are marching on feet that 
are fit because the great democratic 
shoe industry of America has 
guarded their fitting from infancy. 
American feet have grown strong 
and supple, in perfect coordination 
of muscle and sinew because of cor- 
rect fitting, in proper lasts to let 
them function as they should. 

“Many a shoe fitter has left his 
fitting stool to share another glori- 
ous Victory. Many a shoemaker 
has laid away his last ‘for the du- 
ration’—to do his bit that we may 














carry on the traditions of an uncon- 
querable guild. 

“Let us, who serve in minor roles, 
take such pride in our chosen pro- 
fession that we will build it to even 
greater heights of perfection. Let 
us shame the rumor-monger with 
scornful stares and cast him out 
from our midst. We who helped 
make American feet what they are 
today may well be proud of our 
handiwork. Every step toward Vic- 
lory is carrying a part of each of 
us in the front ranks. 

“Let us keep the faith with those 
who are left behind and have pa- 
tience with their misgivings—for 
they too feel the strain of a great 
responsibility. Let us have compas- 
sion for the mother and the father, 
the sister and the little brother of 








the stalwart who is taking his stand 
‘on the front.” These people—our 
customers, and our people—will re- 
act willingly to soft answers and 
will feel a kinship with us in bear- 
ing any hardship that will help to 
serve Our Country and Our Boys. 

“Let us carry on for the greater 
glory of Our Country, Our Boys 
and Our Profession!” 





Sales Manager: "You are supposed to sell shoes, gentlemen, not plan war maneuvers.” 
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FAILURE to clamp down on wages and farm prices is 
held largely responsible for the upward creep of the en- 
tire price ceiling structure, a definite precursor to infla- 
tion, the poison that kills the economic system and 
brings untold suffering to a country. 

Economists now are talking of restraining or con- 
trolling prices as they rise. This plan, figuratively, 
means the hanging of sandbags on prices when they 
begin to puff up with the gas of inflation and is only a 
temporary though not a satisfactory palliative. Cer- 
tainly it is not a cure. The nearest cure is to put an 
overall ceiling on all elements of prices and wages. 
Even this does not provide a wholly effective remedy 
nor is such a remedy known to exist. 

Present-day European experience has proved that 
even with the tightest grip on prices and wages, th> 
ceiling has inexorably crept upward, reflecting the 
irresistable force of the law of supply and demand. 
Hence it will be readily seen how much less is the 
chance of American price control unless there is quickly 
a crackdown on wages and agricultural prices—and on 
business-as-usual politicians. 

OPA is struggling as best it can in the absence of 
wage and farm price control and following the example 
of European countries, notably Sweden, plans to issue 
universal rationing books. The point is that the buying 
public would not be given a tip off on what is to be 
price controlled and therefore would not hoard yet the 
book would place restrictions on the distribution of 
any product at any time OPA saw fit to go in for ration- 
ing it. 

* ” * 

OPA has put into effect prices for new items of water- 
proof footwear. The levels were declared to be com- 
mensurate with those for other items in Maximum 
Price Schedule No.* 132 and were established by amend- 
ment No. 2 to that schedule. The items on which prices 
have just been fixed are those that WPB will permit to 
be manufactured to take the place of other kinds of 
rubber footwear that uses large quantities of crude 
rubber. 

The amendment also established the amounts that 
may be charged over the ceiling levels for rubber foot- 
wear constructed in such a way that its life can be 
prolonged by replacement of a stitched outsole. Pro- 
vision also was made for additional charges for hob- 
nails and toe and heel cleats that make special occu- 
pational arctics and boots wear longer. 


The following maximum prices were established: 
CIVILIAN USE 


Men's short boot, 14 in. height .............. nh eb cewte $2.60 
Boys’ 3 buckle cloth arctic—cashmerette ......... ‘ 2.20 
Boys’ 3 buckle cloth arctio—Jereey .. 1... .ccccds a ine ne 
Youths’ 3 buckle cloth arctic—cashmerette ............ 2.00 
Youths’ 3 buckle cloth arctic—jersey .......... : io. . 
16 


* Washington Newsreel 


SEVERE OCCUPATIONAL USE 
Men’s Stormking boot ......... 2 a a Ee a 4.4¥ 
Men’s Stormking boot, steel toe ........... 4.95 
Men's Short boot, neoprene veneer, par-grip sole, steel toe $4.10 
Men's Stormking boot, antgeene veneer, par-grip sole, 
RE "SRD ac ncdeedeetk esa crn ethan oneets Cee 5.95 
Men’s Hip boot, neoprene veneer, par-grip sole, steel toe 6.95 
Men’s Rubber Work Shoe, neoprene veneer, par-grip sole, 
SD conadiewe oc GUE bERs 6 URdwONE Ch aTeE were 3.90 
Maximum additional charges for waterproof rubber foot- 
wear made with a stitched replaceable outsole are: 


PEED cn Odheeeeeee ess ebesecds ad sese+ 56+ cceseuss $0.12 
i ) «nin GRU weet owen coke bes ee ae eee 10 
Dt. | Saredens4oebe tod os ce necews wad. we nate .08 
DE oc cbdhe det enane teehee weeme ts aeeene Terry 10 
ET. diy in we henas Casinchaiee ee eu cons -08 
EE wale dicta aneye 0s db SsMne sea w eee son Gumtan tt .07 


A further charge of 15 ‘cents a pair may be made for men’s 
waterproof rubber footwear made with a stitched replaceable 
sole if hobnails and toe and heel cleats are added. 


Some of these articles are being made with substitute 
materials to conserve crude rubber. Others are those 
being made with a veneer of the synthetic neoprene 
for use by men working in oils and fats which are harm- 


ful to natural rubber. 
* * * 


EFFECTIVE Aug. 22, imports of shearlings without 
specific authorization by the WPB Director General for 
Operations was barred. This means that shearlings 
are no longer exempt from the terms of the General 
Import order. Under Amendment No. 1 to M-63-b wool 
finer than 44’s remains exempt from the order until 
Sept. 30, but the previous exemptions as to shearlings 


were removed. 
* * * 


THE same percentage as the August quota, tanners and 
converters are required to set aside 15 per cent of 
their September manufacturers’ type sole leather bend 
production for the repair of civilian shoes by Supple- 
mentary Order M-80-b, issued on Aug. 26 by the WPB 
Director General for Operations. 

Of this proportion set aside not less than 70 per ceni 
nor more than 75 per cent shall consist of bends of 
eight iron and up and the quality of the portion set 
aside shall be proportionately equal, as nearly as can 
be, to that of the manufacturers’ bends not so set aside. 


* ” * 


FOUR main requirements of the Service Price Regula- 
tion (No. 165) covering shoe repairing and 60 other 
broad groups have been outlined by the Service Trades 
Branch of OPA. 

In general these four main requirements are: 

1. Charge no more than you did in March, 1942, or 
charge no more than your March offering price for 
services offered but not actually sold in March. 

2. Keep all records showing prices charged during 
March. 

3. Prepare a list of your March prices. 

4. Give sales slips and receipts as requested by the 
regulation. 
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MERRILL A. WATSON 


Executive Vice-president, 
Tanners’ Council of America, 





of the 





OPENING 
10:30 A.M. . 

Wednesday, September 16th, 1942 
Grand Ballroom—Waldorf-Astoria Hotel 
L. E. Langston—General Chairman 
Harold F. Volk, President, National Shoe 
Retailers Association, presiding 


THE OUTLOOK IN SHOES AND LEATHER— 
Merrill A. Watson, Executive Vice-President, 
Tanners Council of America 





MERLE FAINSOD 


Director, Retail Trade and Services 
Division, Office of Price 





September 5, 1942 


OFFICIAL 
PROGRAM 


SCHEDULE OF STYLE 
COMMITTEE MEETINGS 


Wednesday, September 16th, 1942 


2:30 P.M.—Men’s Shoe Style 
Committee Meeting 
—Jade Room, 3rd 
floor 


2:30 P.M.—Children’s Shoe 
Style Committee 
Meeting — Astor 
Gallery, 3rd floor 


Thursday, September 17th, 1942 


- 10:00 A.M.—Women’s Shoe Style 
Committee Meeting 
—Jade Room, 3rd 


Administration floor 





A. J. SPRING 


Chief, Shoe and Leather Section, 
War Production Board 


Spring Shoe Style Conference 


National Shoe Retailers Association 


WAR CONSERVATION IN INDUSTRY—A. J. 
Spring, Chief, Shoe and Leather Section, War 
Production Board 


PRICE CONTROL AND THE RETAILER — 
Merle Fainsod, Director, Retail Trade and 
Services Division, Office of Price Administra- 
tion 


THE EFFECT OF THE WAR ON SHOES AND 
FASHIONS—Carmel Snow, Editor, Harper’s 
Bazaar (A presentation) 





CARMEL SNOW 
Editor, Harper's Bazaar 
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CLEARLY DEFINED TRENDS 


Strong Interest Is Developing in Softly Tailored Shoes Suitable for Daylong 
Wear. Three-Eyelet Ties on Medium or High Heels Should Be Watched; 


Also Lizard in Dressy Shoes. There Is a Growing Interest in Black for 


Smooth Leathers. A Tendency to Repeat a Pattern in Low, Medium and 


High Heel Meets Growing Demand for Choice of Heels in All Types. 


SECOND Fall lines will be coming into the stores every 
day for the next few weeks. Black suede has been the 
big seller all over the country these past weeks. What 
will take its place for October and November selling? 
Smooth leathers for walking and town tailored shoes, 
of course, are first choice for volume. In the softly 
tailored types, pumps with pretty throat ornaments and 
decorative stitching are still style leaders. You sold 
them chiefly in suede in August. From now on these 
shoes will sell in smooth, grained or crushed leathers. 
Ornaments which take away from the severely tailored 
look may be very feminine and dainty or rather bulky 
and wide, such as the big padded squares suggesting 
Colonial buckles so often seen this past year. 
Reptiles are getting an even bigger hand than in past 
seasons. The reason is that it has been found that alli- 
gator and lizard can be used in dressy types, as well as 


‘n tailored. This is especially true of lizard. Its fine 
grain and polished surface look very beautiful in brown, 
tan and glowing jewel tones in sandals and sling pumps. 
Watch this trend. We called your attention to it three 
months ago in our June 13th “Fashion Shorts” and 
mentioned the fact then that handbag manufacturers 
were making up bags to go with these dressier lizard 
shoes. Snakeskin is also being used in smart all-over 


shoes and as trimming. There is nothing new in these 


Right, opposite page, left to right: Indicative of an 
important trend toward fine, smooth looking shoes is 
this high heel, hand-sewn, bench-made black calf 3-eve- 
let tie from I. Miller’s Guildhall line. Another example 
of the smooth looking, simply detailed shoe, adaptable 
to many daytime occasions, is this pretty tailored pump 
from La Valle. Typical of the vogue for soft unlined 
shoes is this casual from Carlisle, suitable for both 
town and country wear. 
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Left, opposite page: Typical of the popularity o/ 

softly tailored shoes is this pump at left, from Schwartz 

& Benjamin in new seal leather, known as “Water- 

marked.” Good example of the attractive use of lizard 

for dressy shoes is this Lagarto sling pump from 
Andrew Geller. 























uses of snakeskin, but we mention this leather because 
the more kinds of leathers we make and sell in women’s 
shoes, the better use we shall make of available leathers. 
In the case of genuine reptiles, we are taking leathers 
which are not wanted for Uncle Sam’s soldiers and 
sailors. 

Another strong style trend in second lines will be the 
unlined shoe in a sturdy, soft leather on a low or 
medium heel. These easy-going shoes are a distinct type 

. neither tailored nor play shoes. Made of many 
kinds of leathers, they are good wartime shoes. Even 
[TURN TO PAGE 46, PLEASE] 


Right: Smooth suede-like beige fabric and luxurious 

collar and cuffs of nutria illustrate important coat style 

trends for late Fall and Winter. The side closing is 

indicative of the feeling for asymmetric treatments in 

4 clothes, handbags and shoes, noted in our August 29th 

— issue. The-softly tailored pumps strike exactly the 
right note with this coat of Forstmann woolen. 


IN SECOND FALL LINES -- - 
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TRAIN SALESMEN 


For War Work Supervision 


WHAT'S happening to salesmen whose lines have been 
switched to aid in the all-out effort to win the war? 
One interesting and very constructive answer to this 
question comes from the Footwear Division of United 
States Rubber Company. A practical training school, 
designed to train salesmen for supervisory jobs in fac- 


T. H. Badders (center), former 
salesman in Illinois, works side 
by side with two regular fac- 
tory employees giving final in- 
spection to Gaytees being made 
for civilian health protection. 


tory war production “for the duration,” is now oper- 
ating successfully in United States Rubber’s Naugatuck, 
Conn., plant, according to Gregg Ward, branch sales 
manager of the footwear division. 

The idea for the school came when shortage of rub- 
ber curtailed civilian merchandise production in the 





UNITED STATES RUBBER COMPANY ADOPTS IN- 


GENIOUS PLAN BY WHICH MEMBERS OF SELLING 


STAFF WHOSE LINES ARE AFFECTED BY EMERGENCY 


CONDITIONS ARE TRAINED FOR SUPERVISORY JOBS 
IN PRODUCTION OF WAR NECESSITIES, THUS 


UTILIZING THEIR KNOWLEDGE AND ABILITIES TO 





SPEED THE DAY OF UNITED NATIONS VICTORY. 


Above: The Naugatuck training school in a class 
room session with J. P. Moonan, director, giving 
one of his practical talks to attending salesmen. 


Right: In the Naugatuck training school, where 
salesmen are being trained for factory war produc- 
tion, Elmer Richardson, salesman formerly for east- 
ern Ohio, instructs William Manning, former sales- 
man for North Carolina, how to use the mallet and 
die while the rest of the class watch carefully. 


rubber industry and large scale war effort demanded 
more and more trained supervisors and foremen. 

“We expect to keep as large a selling organization 
as we can under existing conditions,” said Mr. Ward. 
“For many years the association between salesmen, 
dealers, factory and management has been close. We 
don’t want to lose this. We want to keep our salesmen 
within our organization so that when the war is over, 


they can return to active selling. How, then, can they 


play an important part in vital war production now and 


also get increased knowledge so they can serve their 
customers better in the after-war selling period? Super- 
visory work in our war production plants is the answer. 
That brought about the Factory Training School in 
Naugatuck.” [TURN TO PAGE 49, PLEASE} 


Left: G. P. Bammerlin, salesman formerly for 
northeastern Ohio, carefully checks out lasts as 
one of the factory employees puts them in 
truck. This is one of the many things this 
salesman is doing as part of his training. 
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The Editor’s 





Outlook 


1M not liking what I’m writing, but I’m writing it, 
nevertheless. There is too damned (and I mean damned) 
much whispering and rumoring and talking going on 
in this trade of ours by smart Alecks who think they 
are in the know. 

If you want to buy a tip sheet on the races, pay good 
money for it and you get the estimate of a man who 
knows the performance of animals and the inside stable 
talk. 

But, if you are in business, keep your head, stick to 
your business and let rumors go in one ear and out 
the other. Because, never in your business life is a 
fact more truly an honest fact than it is today. 

Over two thousand years ago a Greek philosopher 
said: “There is nothing permanent except change.” 
Well, you are in for war changes and they are not 
going to be soft—because war is cruel and bitter and 
casualties make victories. The future of the industry 
will be up to the industry—just as the future of the 
people will be up to the people. 

Everybody is waiting for the Conservation Order 
coming out of Washington. This is the first definite 
act on the war footwear program for civilians. And it 
may be out this week or if may never come, but 
we will say our say nevertheless. It’s going to be the 
law of the land and fulfilled or else! If it is essential 
to eliminate non-essentials, then somebody with author- 
ity has so decreed and it must be accepted. If it is too 
brutal it will be modified and amended, maybe; but 
yours “not to reason why; yours but to do or try.” 

We have been through a long period of “tricky” bus- 
iness. It has been “smart to be cunning” and there have 
been all kinds of secret deals and funny work done at 
the crossroads. To survive, men in business do those 
things in a period of depression—maybe in all periods 
—because human nature being what it is, it is selfish 
even in little things. 

This we all know—the American public is going to 
be shod. It must have footwear for work, and for the 
necessary relaxation that follows work if man is to be 
a healthy, functioning animal. And it is more than just 
man; it’s women and children—the well and the sick— 


The Government Is You! 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 





all must be made Fit for Freedom. Thanks to the 
abundance that exists in America and the ingenuity 


that parallels it, we will not go unshod. 

There have been times when some of the people have 
been stuffed with shoes right up to their ears. They 
had money and the wherewithal and the desire. Sure, 
America was wasteful—because it had plenty; but there 
have been in America (maybe right around the corner 
of your store) people with holes in their shoes and no 
money to buy new ones. There are others who, when 
they have “folding” money in their pocket must get 
rid of it before Saturday night closes. People will 
always be that way. 

But there comes a time in the life of an indus- 
try when it develops a genuine democratic unity. 
Human beings in great peril cluster together. We 
are in that great peril. We have got to learn true 
cooperation. What’s more, we've got to be morally 
one. 

A disservice has been done by the spreading of 
rumors and fears of impending changes not yet re- 
vealed through this Conservation Order. But we are 
not alone in American business as being affected by 
war. There are hundreds and thousands of men who 
have lost all that they have had, through war changes, 
and who, somehow or other, accept it and strive to do 
some useful work to support families as well as the 
national effort. 

Man is a low, slimy object if he whispers fear in a 
man’s ear, when that business calamity is not yet known 
nor may never happen . . . because Conservation Orders 
are not death knells uttered by Nazis. Deep and sincere 
men have tried to write some sort of a program that will 
retain as much of the service of shoes as is possible. 
Hardships may result but, by and large, the ultimate 
user of shoes is going to walk to work, to market, to 
school and to play. If you really want to see something 
to indicate that we are not alone in this conservation 
effort, take a look at the “Wartime Regulations’ now 
in effect in Canada. If you want to go still further 
——“The Utility Footwear Regulations” now in effect 

[TURN TO PAGE 6], PLEASE] 
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Yes, we do go to considerable extra 
trouble in producing Spaulding 
Counters. In fact, no one we know of 
in the counter business goes to such 
extremes in providing so complete 
a service for better fitting, better 
wearing shoes. 

One reason for the superiority of 
Spaulding Counters is in the careful 
selection of ingredients and the 
treatment of those ingredients by 


Spaulding Counters 
fe the last exactly 
like this — inside 
and outside — beel- 


methods which are exclusive with 
Spaulding craftsmen. In the huge re- 
volving steam cylinders the original 
material gets a real turkish bath. For 
12 hours it is steam-bleached under 
extreme heat which removes all dirt, 
grit and foreign particles. The result 
shows later in freedom from defects 
and in the dependable quality of the 
finished counters. Spaulding Fibre 
Co., Inc., North Rochester, N. H. 


seat, quarter and 
shank. No resistance! 
No strain on your 
customer's heel! 


SPAULDING. counsane 


NO OTHER PART OF THE SHOE MEANS SO MUCH 


AND COSTS SO LITTLE 
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Portrait of a Gentleman 


Smartly Clad for the Occasion 


DUNGAN, HOOD 2 CoO, Inc. 


Our fliers on those long distance flights to the European battle fronts must 
be correctly clad in order to make the trip with minimum fatigue. Their 
leather garments not only supply needed warmth and protection, but pos 
sess a glove-like quality that permits the freedom and ease of movement 
so necessary on these flights. We are proud to know that the garment leather 

we are supplying America’s Air Forces is being used for 


this most important purpose. 


DUNHOOD SHOE LEATHERS—Top-Flight Leathers for 


DUNHOOD Leathers will be today’s top-flight models! 
on exhibit at the National 
Shoe Retailers’ Associa- 
tion Style Conference — KID 2a ther4 use of only carefully selected goatskins, and the most mod- 
jim anhing mathe ma ern, scientific methods of tanning and finishing. 

eptember 7th. 


The superior quality of Dunhood Leathers results from the 


SINCE 1870 


40 W. SUSQUEHANNA AVE., PHI » PA. ST. LOUIS MILWAUKEE CINCINNATI 
ge deperenpeny cect SALES AGENCIES: CA Seting & Compeny CE Becher & Co. W.D. Cout & Compeny 


83 SOUTH STREET, BOSTON, MASSACHUSETTS 1709 Washington Ave. 647 W. Virginio St. 307 E. 4th St. Moin Office: 815 Mission St 
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remember Gunga Din? 


A piece of twisty rag 
And a GOATSKIN water bag 
Was all the field equipment he could find. 






Goatskin... 


FOR MEN AND WOMEN AT WAR 





Remember that good old “grinnin’, tion. For active-duty shoes to keep feet 





gruntin’ Gunga Din” of Kipling’s rousing comfortable on the long stand and the 
ballad? And that goatskin water bag long mile. 






that, like Gunga Din, “could take it...” 





And make a special note of this: a 





All the way back and all the way 





woman's foot especially needs the 





down through history goatskin has 





flexible quality of goatskin. All these 






played its part, doing a certain job 






women on their feet as they never were 






better than any other leather. That cer- 









before, looking for a leather with that 





tain job is providing a leather that's 





certain something they require. 





flexible, supple, easily handled . . . and 
still a leather that’s strong, tough and Goatskin, like Gunga Din. always on 






long-lasting. the job. “A better man.” a better 





You find goatskin in this war used eather. Goatskin, available from a 





for flying suits and helmets. For warm umber of good sources. Ready to serve 









gloves that leave fingers free for ac- you ...and to help bring Victory closer. 
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HOW THE COMPLEX ECONOMICS OF AN ESSENTIAL INDUSTRY ARE 


BEING AFFECTED BY THE INCREASING DISLOCATIONS OF WORLD 


COMMERCE AND BY GOVERNMENT REGULATIONS BORN OF MiILI- 


TARY NECESSITY—THE CRITICAL SOLE LEATHER SITUATION 


NINE months after Pearl Harbor and there is still rea- 
son to ask, “What will be the pattern and outlook in the 
shoe and leather industries under a war economy?” 
Industrial mobilization has not, up to now, left any 
marked imprint on the industry from the consumer's 
viewpoint. Externally the shoe and leather industries 
have continued to reflect an economy of abundance. 
Record quantities of footwear have been made in 1942; 
sales have been disappointing only. because percentage 
gains cannot be pyramided indefinitely. But for occa- 
sional reports and alarums the layman would never 
know that war had seriously disturbed the raw mate- 
rial basis of the industry. Behind the surface of well- 
stocked retail shelves lies the possibility of serious 
change, spelled by the vocabulary of economic war as 
curtailment, shortage and rationing. 

While the intangibles of war make it impossible to ap- 
praise future developments with any assurance, the trend 
of underlying events can at least be traced and major 
possibilities highlighted. The two major factors which 
have so far influenced the leather and shoe industries 
are military requirements and raw material supplies. 


Military Requirements 


The scope of war needs for leather and leather prod- 
ucts has been reviewed a number of times during 1942, 
and yet the role of such needs is not generally under- 
stood in the trade. This year the government is by far 
the largest buyer and consumer of footwear, clothing, 
gloves, and a host of other products for which leather 
is required. It is estimated that 1942 purchases of foot- 
wear for the armed forces will total approximately 35 
million pairs. This, it is true, is but one-third the aver- 
age production of men’s shoes in recent years, yet the 
quantity: of leather needed for military footwear is 
probably twice as great as in the manufacture of civilian 
shoes. Consequently, military shoe procurement must 
decisively recast the availability of supplies for the en- 
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tire shoe industry, and particularly men’s shoe fac- 
tories. Other products also require leather in huge 
quantities, greater than anticipated before Pearl Harbor. 
The aggregate of these needs can be reduced to a com- 
mon denominator, and that is the number of hides or 
skins required by the war program and necessarily di- 
verted from possible civilian use. 


A RECAPITULATION at the end of 1942 is likely to 
disclose this startl.ng fact; 8 or 9 million cattlehides, of 
a total supply reaching 23 million, moved into military 
and essential industrial uses. Supplies available for 
civilian use, therefore, would not have been more than 
15 million hides. In 1941 consumption of cattlehides for 
civilian use was approximately 22 million, and in sev- 
eral previous years averaged almost 19 million. In- 
dicated curtailment in supply for “42 is due, of course, 
to enlarged military needs on the one hand, and the 
country’s inability to increase imports from abroad 
commensurately. If as could be 
brought in from South America and elewhere as the 
armed forces required, the net supply thus could remain 


many more hides 


broadly balanced. However. shipping difficulties and 
import restrictions will make it impossible to bring in 
as many hides as were imported in 1941. Since military 
needs enjoy absolute priority, the status of civilian 
leather consuming industries must be adjusted in ac- 
cordance with reduced supply. 

The contrast between potential supply and estimated 
needs in calf leather is more satisfactory. Military re- 
quirements will absorb only 12 or 15 per cent of the 
available calfskin supply, leaving for civilian use, there- 
fore, between 10 or 11 million skins. This marks only 
a slight reduction from quantities moving into civilian 
channels in 1941, though it is several million skins less 
than consumption in normal years. 

Although goat and kidskins are almost entirely im- 
ported, the supply situation during the first eight months 
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Merchandise Sources Will be Found on Page 7! 


THE enforced economies of war are really 
beginning to make themselves felt in this 
country’s first year of all-out participation. 
American manufacturers are making a su- 
preme effort to maintain necessary war pro- 
duction and until the fight is over, civilian 
lines will and must be of second considera- 
tion. 

Tanners and shoe manufacturers are do- 
ing their part—and a big job it is too—in 
filling the demand for leather and shoes for 
military needs, the while keeping in mind 
the needs of civilian America. Their efforts 
along the latter line are still to provide the 
best in leather and finished product that is 
possible under present conditions. 

The increasing demands of leather fox 
military footwear have already affected the 
sole leather situation in men’s civilian lines. 
So far the supply of upper stock has been 
sufficient for both military and civilian 
needs—but this picture is subject to change. 


As this is written, the shoe conservation 


order of the War Production Board is pend- 
ing in Washington. Its release is imminent 
and it is reported that it will be a pretty 
severe crackdown on style and pattern inso- 
far as they affect the amount of leather that 


goes into a pair of shoes. Pending release 
of this order, shoe manufacturers have been 
delayed in planning their Spring lines and 
until it is released, the style picture will be a 
confused one, outside of established trends 


which, up to the present at least, seem to 
conform with WPB thinking. 

Tanners will repeat six colors for men’s 
Spring shoes, according to the Textile Color 
Card Association; four of which are carried 
over from this Fall and two from last 
Spring’s card. The first four are Yankee 
Brown, National Brown, Charro Tan and 
Army Russet; the two repeated from last 
Spring are American Tan and Adobe Tan. 

With the exception of Charro Tan and 
Adobe Tan, the four other colors are all 
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WOMEN’S entry into active war work has increased 
the demand for a variety of types of shoes and leathers. 
First, there is the immediate result of increased incomes 
for women working in war industries. This group of 
New Rich customers is spending money on clothes and 
better quality clothes than they have ever been able to 
afford. Reports on shoe retail business in defense plant 
centers already point to increased demands for better 
In addition to their work shoes, these 
women want pretty feminine styles for off-duty hours 


grade shoes. 


. . + pumps, sandals and sandalized oxfords. 

Work shoes may be the very specialized types with 
reinforced toes and conductive features which are usu- 
ally sold directly to the plants, or they may be the 


sturdy casual or low heel walking shoes such as we show 
here. We don’t need to tell you how important these 
casuals are, usually on low wedge heels, with specially 
designed broad treads, in soft and supple but durable 


leathers. They can be made in many different leathers, 
including boarded calfskin, goatskin, splits, smooth 
sides, elk finishes, glove-finished lambskin, horsehides. 

The low heel walking shoe is chosen by the plant 
worker who wants firmer support and a somewhat 
higher heel. In patterns like the one shown here, this 
is the ideal shoe, also, for the woman in uniform. Calf- 
skin, sturdy goatskin, smooth side leather and elk fin- 
ishes are all suitable leathers for this shoe. 

Then there are the pretty feminine shoes worn by 
the war worker in off duty hours or by the girl who 
does her war work by dancing at U. S. O. parties. The 
high heel sandal may be in kidskin, suede, patent 


leather or calfskin. The sandalized oxford may be of 


patent leather, kidskin, calfskin, alligator, 
lizard and snakeskin. Trimmed pumps, on 
high and medium heels, can also be made 
of all these leathers. 











MAKE THE MOST OF 
AVAILABLE LEATHERS 


GREATER variety in leathers in women’s shoes will be 
a major style trend as the need grows to make the best 
use of available supplies without drawing too heavily on 
any one or two types. From the point of view of style, 
as well as of conservation, this is all to the good. We 
have already seen how much style interest can be 
achieved by the use of different simple detailings on the 
same base. Diversity in leather finishes and grains can 
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be made to serve the same purpose of giving a fresh 
look to repeated patterns. 

Take, for instance, all the low heel conservative shoes 

. year in and year out bread and butter shoes. Ac- 
cording as they are made in smooth or crushed kidskin, 
calfskin or side leather, they will have a different look 
and a new selling appeal if you tell your customer the 
leather story in the right way. 
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Take another shoe shown here, the low heel casual 
type which has been sweeping the country this Fall. 


They can be made in many leathers . . . splits, smooth 


sides, elk finishes, glove finished lamkskins, goatskins, 
boarded and smooth calfskins and horsehides. 

A third type certain to be strong in Spring lines is 
the lower heel pump dressed up with a pretty throat 
ornament, as shown here. This trimmed pump pattern 
has become increasingly popular the past few seasons 


for the obvious reason that a change of ornament has 
given new style interest without the need for changing 
the basic patterns. Shoes of this kind can be interpreted 


in a wide range of leathers . . . in alligator, alligator 


grain, snakeskin, all-over calf and kidskin, all-over 


goatskin and patent leather. 
This year, more than any recent year is the time to 
both a 


play up the leathers in your shoes. From 


patriotic and a style angle it is the wise thing to do. 





Half Century of Service in Shoes 


FIFTY YEARS AGO, SEPTEMBER 8TH, JIM CORBETT WON THE HEAVY- 

WEIGHT CHAMPIONSHIP OF THE WORLD FROM JOHN L. SULLIVAN. 

ON THAT DAY, LOUIS ISENBERG, FOUNDER OF THE BELL SHOE CO., 
KALAMAZOO, MICH., OPENED FOR BUSINESS. 


SEPTEMBER 8, 1942, will mark the fiftieth anniver- 
sary of the opening of the Bell Shoe Company, founded 
by Louis Isenberg and now composed of the founder 
and his son, Julius H. Isenberg. The business was 
originally located just three doors east of its present 
location. 

In founding the business Louis Isenberg had decided 
to sell quality footwear only, and because he believed 
in this principle the business expanded. Five years 
later the business was moved to its present location, 
148 E. Michigan Avenue, and the property was pur- 
chased. 

Louis Isenberg, who has passed his 78th birthday, 
is still active in the business in an advisory capacity. 
Although spending most of the winter in Florida, he is 
a daily visitor to the business when in the city and 
enjoys visiting with the many friends that he has made 
in his 50 years of contact with the public. He is g golf 
enthusiast and still plays daily. Most shoe salesmen 
will remember him as being courteous and kind and 
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Above: Louis Isenberg, right, today hale and hearty 
at 78, still takes an active part in the management 
of the business with his son Julius as partner. 


never too busy to spend time with them. His circle 
of friends is far reaching and he is known for being 
generous, fair minded and sympathetic to people in all 
walks of life. 

On the night of the opening of the company, Louis 
Isenberg remembers that Jim Corbett knocked out John 
L. Sullivan for the world’s heavy-weight championship. 
The returns of the fight were received round by round 
by telegraph. 

In 1921, after graduating from the University of 
Michigan, Julius H. Isenberg, the son, joined the busi- 
ness and has since become a partner and has taken over 
the active management. The business has expanded 
until it now enjoys a reputation throughout the State of 
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of 1942 was considerably more favor- 
able than had been anticipated. Ship- 
ments of American war material to 
theatres of war which are also the 
principal sources of goat and kidskins 
has resulted in substantial imports of 
these materials. Here, too, military 
needs account for only a minor percen- 
tage of the total supply and current 
WPB regulations have not limited to 
any marked degree the availability of 
goat and kidskins for civilian use. 


Shipping Difficulties and Controls 


Domestic supplies of hides and skins 
vary to only a minor extent from year 
to year. Imports are the safety valve, 
with large domestic demand met by 
greater imports and reduction in do- 
mestic leather needs paralleled by cur- 
tailed shipments from abroad. Last 
year, the rising tide of military needs 
as well as the record civilian demand 
was met by unprecedented imports of 
almost all raw materials. It will not 
be possible in 1942 to duplicate raw 
material imports achieved in 1941. Re- 
gardless of available supply abroad, 
the most potent factor in the supply 
picture is the scarcity of shipping 
space now influencing foreign trade. 

Under General Imports Order M-63, 
the WPB has already taken control of 
all importation of vital materials. No 
hides and skins may be imported with- 
out the authorization of the WPB, and 
the aggregate quantity of such imports 
cannot exceed carefully worked out 
quotas set up by the government. The 
significance of the shipping factor for 
the shoe industry cannot be overem- 
phasized. Not only tanners and shoe 
manufacturers, but retailers as well 
cannot ignore the fact that their fu- 
ture business is linked up with ship- 
ping as well as with military require- 
ments. During the early months of 
1942 imports did not compare unfavor- 
ably with previous years. On July 2, 
the importation of all raw material 
became subject to government control 
and it is logical to expect that future 
supplies will be more limited than has 
been the case. 


Government Restrictions 


Controls already in effect for the 
shoe and leather industries have been 
directed primarily at the conservation 
as well as the most efficient use of raw 
material. Producers and distributors 
of consumers’ goods have not as yet 
been touched by the growing circle of 
controls, restrictions and regulations 
engendered by the war. However, the 
steps taken to control raw material must 
sooner or later have their repercussions 
on the production of shoes and other 
finished products. It may be worth- 


while to summarize the most important 
controls now operating in the leather 
and shoe industries in order to antici- 
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Wartime Controls for Shoes and Leather 


[CONTINUED FROM PAGE 29] 


pate, if possible, subsequent measures 
which may touch the production and 
distribution of consumers’ goods more 
directly. 


Allocation 


In July, the first major step was taken 
to control the distribution of scarce ma- 
terial in order to ensure priority for 
most urgent needs. The WPB began 
the allocation of cattlehides, calf and 
kipskins through Order M-194, which 
prohibited the sale or purchase of cat- 
tlehides, calf or kipskins without ex- 
press authorization from the WPB. The 
purpose of this order is apparent in 
the cattlehide supply and demand fig- 
ures cited above. Since consumption 
of all cattlehides was in excess of new 
supplies, it became necessary for the 
WPB to control the use of cattlehides 
in order that military and essential in- 
dustrial needs would be satisfactorily 
met. Priority in distribution of cattle- 
hides is being given to producers of 
military leathers and vital industrial 
products; whatever supply remains is 
then allocated for the production of 
civilian goods. 


Sole Leather 


The most critical problem in measur- 
ing potential supplies for civilian foot- 
wear is the availability of sole leather. 
The military program currently ac- 
counts for about 30% of total sole leath- 
er output and the bulk of military 
needs are for heavy soles.. Restrictions 
on the use of rubber accentuate the 
gravity of the sole leather situation. 
Conservation Order M-80 is the instru- 
ment whereby the WPB gives priority 
to military sole leather needs and gov- 
erns the distribution of remaining sup- 
plies. Under this regulation every hide 
leaving a sole leather tannery must 
yield for military purposes all the soles, 
taps or insoles it contains of military 
grade and quality. No shoe manufac- 
turer or sole cutter may cut sole leather 
wholestock without reserving for the 
government, its agents or contractors, 
every piece of military leather. A re- 
cent amendment to M-80 carries this 
control one step further since it is now 
required that tanners make available a 
certain percentage of leather, other- 
wise suitable for shoe manufacturing, 
to the shoe repair industry. In August, 
the WPB required that tanners thus 
make available at least 15% of manu- 
facturers’ leather for supplying repair 
men with soles and taps. 

In the allocation of cattlehides an 
effort will undoubtedly be made to 
maintain production of sole leather at 
capacity levels. Nevertheless, quanti- 
ties needed by our armed forces as well 
as for lease-lend make it dubious that 
there can be any alleviation of sole 
leather supplies for civilians. Esti- 
mates have been made of the quantity 
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Leather Supply May Pose 
A Spring Problem 
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closely related in tonation, following 
the trend to the accepted military styles 
and the color—Army Russet. Charro 
Tan and Adobe Tan are lighter in 
shade, the first of warm golden saddle 
shade and the second a lighter saddle 
color. 

One of the big question marks of 
next Spring and Summer is the white 
shoe situation. If this past season was 
an example of the way the wind blows, 
when retailers were left with enough 
sport shoes on their shelves to carry 
over a pretty complete inventory for 
next year, then this important phase 
of Summer business would seem to be 
“under wraps” for the duration. 

Certainly white leather will be made 
but principally by those tanners who 
have specialized on this leather. Short- 
ages of chemicals and monthly allot- 
ments have made it necessary for the 
general tanner to prolong his produc- 
tion of white over a much longer period 
where heretofore he finished up on this 
in a short definite period. Already 
under duress on calf and sides, it is 
probable that he will curtail if not elim- 
inate his white production for the 
duration. 

This situation on whites might have 
another angle by bringing back brown 
reversed calf as a combination mate- 
rial. It is not as “conspicuous” as 
white and if this is one part of the 
reasons why the sport shoe season was 
off, the smooth and reversed calf com- 
binations might have a spot in Summer 
promotions. 


Reports for Army Service 


LOUISVILLE, Ky. —Richard J. Leh- 
man, operator of Dick’s Men’s Shop, 
313 South Fourth Street, has reported 
for army service at Camp Beauregard, 
La. A brother Emil, Jr., operated the 
Lehman Shoe Store, Louisville. His 
father and uncle, Emil and E. A., 
operate stores selling shoes, men’s 
furnishings and hats in Louisville. 


Open Quality Shoe Store 


BIRMINGHAM, ALA.—Corman’s is the 
name of a new quality shoe store opened 
at 1826 Third Ave., N., by Bernard 
Corman. Mr. Corman has been in the 
shoe business in Birmingham for 15 
years and for the last several years 
as buyer and manager of the shoe de- 
partment of Burger-Phillips Company. 
Mr. Corman announced that Johnnie 
Wright, local shoe man, would manage 
the store. 

The new store is of the parlor type. 
It will carry a large stock of higher 
priced shoes, also hand-turned, soft 
leather shoes and a special line of cor- 
rective footwear. Handbags to match 
the shoes will also be stocked. 
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.. . added business for you with 
Gallun’s bright 


Normandie 


Calf 


The covetous gleam in the lady’s eye is 
matched by the lustrous finish of Normandie. 
And you may be sure her glance is held by 
the rich grain and lovely warm color of this 
new vegetable tannage . . . At the fitting stool 
the lady’s foot confirms her cleverness in 
picking (and yours in offering) Normandie 
Calf. For here is the luxurious, time-and- 
weather-defying softness shared by all the 
famous Gallun vegetable tannages . . . Catch 
the eyes — and dollars — of men as well 
as women with the Gallun numbers offered 
by leading manufacturers. Include them in 
your next order. A. F, Gallun & Sons Cor- 


poration, Milwaukee, Wisconsin. 


Norwegian Calf . . band-boarded grain 
Eskimo Calf . . . . water-resistant 


Cretan Calf . . smooth but not glazed 
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AUTHENTIC COLORS AND LEATHERS 
FOR SPRING 1943 





SOFT CHAR- | SMOOTH 
CRUSHED | MOOZ* KID AMAZON* 





WHITE Snowite* | Ambuck* 8| Snowite* 
TOWN BROWN 423 971 523 
GOLDEN TOBACCO 492 992 |. 
TURFTAN 421 521 
BLUEJACKET 459 559 
AIRWAY BLUE 4il 511 
CREAM BLONDE ~ 480 580 
GOLDEN HONEY 446 946 546 
LIBERTY RED 924 
FREEDOM GREEN 987 
VICTORY BLUE 979 
DAFFODIL 977 
ROSE PINK 929 
SKY BLUE 442 942 
BATTLESHIP GREY 483 983 
EASTER PURPLE 448 948 
SEA GREEN 434 934 

















* TRADE MARK REGISTERED 


AMALGAMATED LEATHER COMPANIES, Ine. 


WILMINGTON, DEL. 21 SPRUCE ST., NEW YORK 
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SPRING COLORS 


1943 


STANDARD DIVISION 
DOESKIN GLAZED KID CORDIGA 


Town Brown Town Brown 
Golden Tobacco Golden Tobacco Golden Tobacco 
Golden Honey Golden Honey 
Liberty Red Liberty Red Liberty Red 
Bluejacket Bluejacket 
Airway Blue Airway Blue Airway Blue 
Cream Blond Cream Blond Cream Blond 
Freedom Green FreedomGreen Freedom Green 
Turftan Turftan Turftan 
Black Black 
White White White 
SLIPPER KID LINING KID 
McNEELY DIVISION 
GLAZED KID SUPER CRUSHED 


Town Brown Town Brown’ 
Bluejacket Bluejacket 
India Brown Black 


QUAKER CITY DIVISION 
Black Glazed Kid 


# 


ON 
I Sts. 


— 


€ 
€ 
€ 


€ 
¢| 
ce 
€ 
€ 
< 


QUAKER Cify® DIVISION 
519 West Hugfingdon Street 


Philad 


odd Pa. 
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SPRING COLORS 


1943 
NEW CASTLE DIVISION 
MARACAIN* GLAZED KID 


Town Brown 
Golden Tobacco 
Golden Honey 
Liberty Red 
Bluejacket 
Airway Blue 
Cream Blond 
Freedom Green 
Turftan 
Kona Red 


BLACK MARACAIN* BLACK SHADOW KID 
> WHITE MARACAIN* 
*Designates a hand-grained Kidskin 


STERLING DIVISION 


NUROCCO NOVILLA COLT 
Golden Tobacco Golden Tobacco 
Golden Honey Liberty Red 
Liberty Red Bluejacket 
Airway Blue Kona Red 
Cream Blond White 
Freedom Green 
Turftan 
Black 
White 

BLACK PATENT COLT 


> 
| 
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their soles .. . retanned splits . . . make 
use of leathers of which we have a 
good supply. Folded over tongues and 
high-riding tongues are popular styles 
for stepins. The oxford usually has a 
moccasin toe. Many kinds of decora- 
tive stitching . . . some hand sewn... 
give these shoes a rugged, individual 
look with very simple detailing. 

One of the most interesting trends 
noted is the feeling for beautifully 
made, very smooth-looking, three-eye- 
let ties on medium or high heels. They 
typify the feeling for quality, for elim- 
inating fussiness, for a shoe which can 
be worn straight through the day to 
dinner, because it is well-made . 
and well-bred . . . enough to fit into any 
caytime occasion and costume. The 





Defined Style Trends in Second Lines 
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same trend is also noted in pumps 
where flat, smooth looking, restrained 
detailing has a new look which points 
toward future styling. 

Heel heights have great importance. 
The tendency grows to take the same 
patterns and put them on three differ- 
ent heel heights. This does not mean 
that the low-heel version of a dressy 
shoe, for example, is any less dressy. 
It does mean that a woman who pre- 
fers a low-heel shoe for her after-five 
clothes can find the style she wants on 
the heel heights she likes. The same is 
true of tailored shoes. The same shoe 
may be built on a high heel, as well as 
a medium or low one, to suit the 
woman who always wants a higher 
heel. 





Wartime Controls for Shoes and Leather 
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of shoes which it would be possible to 
produce from available quantities of 
sole leather. Such estimates range from 
285 million pairs to 360 million; they 
all point, however, to the unavoidable 
fact that future shoe output may be 
limited by reduced supplies of bottom 
stock. 
Other Controls 


Numerous other controls of lesser 
significance also restrict the flow of 
material to the leather and to the shoe 
industries. For example, the slipper 
trade will have little or no shearling 
leather available in coming months, 
since this material has been specifically 
reserved for military uses. Aviation 
clothing requires more shearling leath- 
er than has ever been consumed by 
civilian industry. The restriction on 
goat and kidskins reserves for govern- 
ment use all skins larger than 7 feet 
and all suitable horsehide fronts are 
required for military glove and cloth- 
ing leather. In addition, the supply 
ef various miscellaneous materials in- 
cluding chemicals, oils, tacks, shanks, 
needles, mechanical equipment, and the 
hundreds of products which contribute 
to maintenance of output are subject to 
control or threatened by scarcity. 


Shoe Demand and Shoe Supplies 


There.can be little question that con- 
sumer demand for shoes will remain 
at exceptionally high levels. Opinion 
may vary on sales prospects, but the 
net effect of such factors as consumer 
income, sharply increased employment 
and shortages of durable goods makes 
it almost certain that demand for foot- 
wear will remain large. In the first 
half of 1942, retail sales increased over 
1941, when striking gains had been reg- 
istered. In terms of annual volume 
the level of consumer demand in recent 
months has approximated more than 
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430 million pairs of shoes. Production 
has also held at a high level, with total 
output for the first eight months ap- 
proximating 329 million pairs, or more 
than 460 million pairs on a yearly 
basis. 


Conservation and Rationing 


The factors of curtailed supply cited 
in the foregoing, throw serious doubt 
as to the possibility of maintaining the 
production rate witnessed until now. 
The cumulative effect of shortages and 
restrictions must make itself felt in 
reduced production of civilian footwear. 
Inventories have cushioned the shock 
for manufacturers and distributors so 
far in 1942, but this buffer is wearing 
thin. Hence, the essential problem for 
the industry and the War Production 
Board is how to align civilian demand 
and potential supply. Current thinking 
stresses the necessity of avoiding un- 
necessary dislocation in the output of 
essential civilian goods. The economics 
of the leather and shoe industries are 
too complex to be short-circuited by 
any single or simple solution. It is felt 
that the initial step to be taken is con- 
servation of material through limita- 
tions on the types of footwear and the 
styles which may be produced. 

A conservation regulation or order of 
that character has been under discus- 
sion in Washington, and may be issued 
in the near future. Whether such con- 
servation alone will prove sufficient re- 
mains in doubt and can only be deter- 
mined by the test of future develop- 
ments. Should conservation measures 
be inadequate, it may be necessary to 
align consumer demand and supply 
with the final instrument of economic 
control in a war economy—rationing. 
The existence of large shoe stocks at 
present may delay the need for such 
control, but should not delay a critical 
appraisal of the facts. 






Half Century of Service 
In Shoes 
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Michigan as being one of the few stores, 
outside of Detroit, selling merchandise 
of such high quality. 

Hosiery and handbag departments 
were added in the early twenties and 
have since proved to be very valuable 
assets. Certain lines which were pur- 
chased for the opening of the business 
are still being sold here. These com- 
panies are, Laird, Schober & Co., inc., 
and the George E. Keith Company. 
Some of the other lines carried are: 
1. Miller, Red Cross, Johansen, Carlisle, 
Matrix, Collegebred, Heywood and 
Green Shoes for children. 

Harry Ramsdell, one of the original 
employees of the company, is still con- 
nected with the business as head sales- 
man and assistant manager. He enjoys 
a reputation of being one of the best- 
known and well-liked shoe men in the 
State of Michigan. 

Others of the sales and office force 
have been with the business from 2 to 
29 years. The turn-over in the person- 
rel has been very small. 

Julius Isenberg, the son, writes: “My 
father is very happy in anticipation of 
his fiftieth anniversary and I am very 
proud of him for it. I am sure you will 
be glad to know that my father has 
been a subscriber of the Boot & SHOE 
RECORDER during these 50 years which 
in itself is proof of the value we place 
on your publication.” 





Mandel’s Shoes Add to Space 


HoLLywoop, CALIF.—Mandel’s Shoes 
have taken the room adjoining their 
Hollywood Boulevard store and are 
throwing it all into the store now occu- 
pied. This move will give them a 
sixty-foot frontage on the Boulevard. 
“Window displays sell merchandise in 
Hollywood, as we possibly have the 
greatest number of window shoppers 
of any community along the line,” says 
Manager L. Levin. “All displays in 
the new 20-foot window are to be ex- 
clusively devoted to play and casual 
shoes, this branch of our business hav- 
ing developed very quickly the past 
several months. The remaining win- 
dows will be given over to the showing 
of very smart styleful shoes for the 
younger trade, as heretofore.” 





Open Remodeled Store 


BIRMINGHAM, ALA.—Dan Cohen Shoe 
Stores have opened in a new and re- 
modeled store at 1918 Third Ave., 
North. I. B. Rosenbaum, who has 
been with the concern for six years, 
is manager of the store. Among those 
in the city for the opening were Dan 
A. Cohen, head of this 51-year-old con- 
cern, and Harry Weiss, an executive 
from the home office. The store will 
also have a hosiery and handbag de- 
partment. 
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The Battle of Shoe Leather 


SAN FRANCISCO, CAL.—Sommer & 
Kaufmann, in a large display ad in the 
daily press, under the heading, “The 
Battle of Shoe Leather”, gave four 
means of saving shoes: 1. The brush 
and polish; 2. The shoe tree; 3. The 
cobbler; 4. Alternate pairs. 

The ad explained the requisitioning 
by the government of a large percent- 
age of available leather and urged 
buyers to cooperate by not buying un- 
needed shoes and by taking better care 
of those in use. 


Children’s Gift Bundles 


San Francisco, Cat.—Every child 
turning in a “gift- bundle” for service 
men at O’Connor, Moffatt Company’s 
store receives a “Birthday Bundle 
Badge.” The store maintains a “Carol 
and Kay Birthday Club” to which a 
child donates a gift bundle on her birth- 
day which in turn is delivered to some 
service man having the same virthday. 
Most bundles contain candy, chewing 
gum, pencils, puzzles and other small 
articles. 


A Firm That Doesn’t Forget 


BINGHAMTON, N. Y.—Endicott-John- 
son Corporation is receiving many let- 
ters from its workers who are now in 
the armed services of the United States 
thanking it for subscriptions for a 
home newspaper, which is sent te each 
one daily, and also for the most recent 
check sent to each. 

For instance, Private John Apalinek, 
who is at Fort Knox, Ky., wrote in 
part: “I would like to thank you very 
much for the Memorial and Fourth of 
July pay checks.” And for receipt of 
the daily paper he said: “It sure is 
great to pick up the paper and know 
what is going on back home.” 





Change Store Hours 


Wausau, Wis.—Effective September 
8, local stores affiliated with the retail 
council of the Chamber of Commerce, 
including shoe stores, will observe new 
store hours of from 9 A.M. to 5:30 P.M. 
daily, except Fridays, when the stores 
will remain open until 9 P.M. as has 
been the policy for years. Present 
hours, except Fridays, are from 8:45 
A.M. to5 P.M. The change in hours was 
voted after it was declared essential by 
local transport officers to alleviate an- 
ticipated passenger traffic congestion in 
public transportation facilities next 
Fall and Winter. 


To Enter Armed Forces 


DEcORAH, IowA—Ray Kremer, opera- 
tor of a general shoe store here for the 
past twelve years, is closing out his en- 
tire stock of men’s, women’s and chil- 
dren’s shoes and closing his store in 
order to enter the Army. He plans to 
reopen after the war is over. 
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Train Salesmen for War Work Supervision 


[CONTINUED FROM PAGE 21] 


Because it meets a war-time need, the 
course is intensive, lasting eight weeks. 
Daily classroom work is combined with 
several hours of active work each day 
on definite assignments in the factory. 
Attendance at regular foremen’s and 
superintendents’ meetings, individual 
personal conferences and written re- 
ports on factory assignments all form 
part of the training that helps orient 
salesmen to their important new work. 

Class-room work is under the direc- 
tion of J. P. Moonan, director of foot- 
wear sales training for many years. 
There are open discussions, demon- 
strations by salesmen of what they 
have learned in the factory, talks from 
foremen. For example, a complete pro- 
duction job of lifesaving suits is ana- 
lyzed step by step to show detailed pro- 
duction problems involved and how they 
were solved. 

Factory training and assignments 
are under the direction of R. E. Lowell, 
employment manager at Naugatuck. 
Factory assignments give practical ex- 
perience of principles covered in class- 
room work. The men learn by doing. 

First training class began May 20th. 
Others are now in session. Footwear 
salesmen are already enrolled from such 
distant points as Los Angeles, Seattle 
and New Orleans. Some have already 
been assigned to their new work in war 
plants. The following are examples: 
To a U. S. Rubber shell loading plant 
in North Carolina, J. J. Jameson, whose 
former sales territory was southeast- 
ern Pennsylvania; W. G. Manning, 
from North Carolina territory; H. H. 
McFarland. from Houston, Texas, ter- 
ritory; C. D. McCallister, from Kansas, 
Oklahoma and northwestern Texas; T. 
M. Wells, from north Louisiana terri- 
torv; C. D. Maclure, from Utah, Colo- 
rado and Wyoming territory; R. E. 
Larkin. from Los Angeles, California, 
territory; L. E. Anderson, from Cen- 
tral Washington territory; L. S. Cary, 
from eastern Tennessee territory; R. D. 
Wheeler, from Atlanta, Georgia, terri- 
tery; P. L. Hitchcock, from Central 
Georgia, territory; E. McLeod, from 
South Carolina territory; C. H. Arens, 
from Merchandise Manager, Philadel- 
phia Branch. 

To a U. S. Rubber small arms am- 
munition plant in Wisconsin: L. P. 
Davis, from eastern Connecticut and 
Rhode Island; H. J. Knott, from south- 
eastern Massachusetts: W. A. Norton, 
Jr., from Vermont; W. B. Osborn, from 
Virginia: T. H. Badders, from Illinois; 
J. F. Binkley, from Wisconsin and 
Iowa; C. L. Knaebel, from northern 
Indiana; W. R. Schroeder, from south- 
ern Minnesota; S. L. Edgerton, from 
eastern New York; W. R. Cronin, from 
Buffalo. 

To a U. S. Rubber fuse plant in 
Ohio: F. J. Darcy, from New York 
City territory; W. M. Halteman, from 
Ohio; G. D. Bammerlin, from north- 


eastern Ohio; E. M. Richardson, from 
eastern Ohio; F. G. Rosene, from south- 
western Pennsylvania; P. D. Ramsey, 
from Memphis, Tennessee; F. L. Dubbs, 
from central Missouri and western 
Illinois; R. W. Graham, from Idaho. 

To a synthetic rubber plant in West 
Virginia: P. W. Bordelon, from south- 
ern Louisiana; L. E. Griffiths, from 
West Virginia. 

To a Connecticut plant: J. R. Len- 
gyel, from Massachusetts and New 
Hampshire: H. A. Woodin, from cen- 
tral New York; T. L. Martin, from 
Kansas, Missouri and Oklahoma; S. C. 
Blakeslee, from Connecticut; F. J. 
Hroch, from central New York. 

Keynote to the opportunity before 
salesmen was sounded by Mr. Moonan 
in his first talk to the class: 

“In 1918 it was not the front line 
fighting organization of Germany that 
failed. It was the lines behind—the 
lines of production and civilian stamina. 
In this war, too, it may well be that 
the power of our lines of production 
and civilian faith and determination 
will be the deciding factor. 

“Our total strength is only the sum 
total of the strength of each individual 
and that means you and each one of us. 

“The goal for which each one of us 
is working is human freedom. Are we 
not working for the same ideals as 
those going into the firing line? They 
are in the front line and we are on the 
production line but the same purpose 
should animate us both. The only dif- 
ference is that we have to work harder 
to keep that purpose vividly before our 
minds. Yet upon our work depends the 
life and the success of the men going 
into the front line action. This is some- 
thing we must never forget.” 


Passes Chiropractic Exam 


SANTA Monica, CALIF.—Morley An- 
keles, proprietor of Morley’s Shoe Store, 
has successfully passed, the California 
State Board of Chiropractic Examin- 
ers and is now honoring the title of 
D.C. Mr. Ankeles does not intend to 
practice chiropractics, but took up the 
study of it in order to broaden his 
knowledge of foot anatomy, body anat- 
omy and the discomforts of feet. He 
therefore feels more capable and quali- 
fied to talk intelligently on the subject 
of foot ills, as well as to be better men- 
tally equipped to do a finer shoe fitting 
job. 





Manages Kinney Store 

CoLumBiA, S. C.—Charles W. Car- 
roll, of Birmingham, Ala., is the new 
manager of the G. R. Kinney Shoe 
Store, here. He replaced B. H.. Webb, 
who was recently inducted into the 
United States Army. 
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BLISTERING PAVEMENTS BLUSTERING DAYS 


The sun’s heat from without—foot heat from Hard usage, soakings, natural foot moisture 
within, cannot weaken, crack or cause changes are successfully resisted by CELASTIC. Linings 
in the shape, of toes formed with CELASTIC. ° always are smooth, free of wrinkles. 





CELASTIC ADDS TO 
HIS FOOT COMFORT 


Cexastic is a positive means of adding a 
comfort element to footwear. As the shoe is 
made, this solution-softened box toe conforms 
to the contour of the last. In the wearing, that 
lasted contour is maintained—with pleasing re- 
sults. Inside the “box” formed by CELASTIC, 
toe activity remains free from the interference 
or discomfort of loose linings. Maintenance 
of the outside contour preserves a newer, 
trimmer appearance during the entire time 
that Matched Pairs are In Action. 


Why Celastic Stands the Test of Wear 


Strength and lightness are inherent CELASTIC 
quilities. In its softened state the plastic in 
CELASTIC unites with the lining and doubler. 
The result is a permanently fused, three-ply unit 
suring a firm,resilient box and a flexible tip line. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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| has been collected. 


Col. H. P. Ballard 


MALDEN, Mass.—Col. H. P.. Ballard, 
86, Boston rubber shoe official, died re- 
cently at his Malden home. Col. Bal- 
lard entered the employ of the Bos- 
ton Rubber Company in 1871 and was 
vice-president and treasurer at the time 
of the dissolution of that company. At 
the time of his retirement in 1940 he 
was president and treasurer of the 
Wellman Company of Medford, an 
affiliate of the United States Rubber 
Company. His sixty-nine years ser- 
vice with this company made him the 
oldest rubber executive in the concern. 

Col. Ballard came from an old Salem 
family, and his military title came from 
the Massachusetts National Guard, 
from which he was retired some years 
ago. When he was a child the family 
moved to Japan. He was the first child 
to enter Tokyo six years after that port 
was opened by Admiral Perry. His 
family moved to China and then re- 
turned to this country in 1867. His 
father was a sea captain and carried 
on foreign trading. 

Col. Ballard was fuel administrator 
in Malden during the first World War. 
He was also a trustee of the Malden 
Savings Bank and a member of its 
board of incorporators for more than a 
generation. 

Surviving are a wife; two sons, Al- 
bert P. and Joseph T.; a daughter, 
Edith P. Ballard, a returned mission- 
ary from India; a grandson, Harry 
Parker Ballard, and a sister, Mrs. 
Minna W. Parker. 


James P. O’Brien 


Boston, Mass.—James P. O’Brien, 
vice-president of the Williams Cut Sole 
Co. of this city, and a prominent mem- 
ber of the Boston Boot and Shoe Club 
of which he was a former vice-presi- 
dent, died recently in the Malden Hos- 
pital at the age of 53. Solemn high 
mass of requiem was celebrated in St. 
Josevh’s Church, Medford, Mass., in 
which city Mr. O’Brien had made his 
home for 26 years. 

He is survived by his widow, Mrs. 
Helen Emmons O’Brien; by two daugh- 
ters, Ruth and Barbara; and by a son, 
Paul. 

Burial was in Oak Grove Cemetery. 


Collecting “Shoes 
For Siberians” 


SEATTLE, WASH. — Clearing attics, 
basements, clothes closets and _ shoe 
racks of old shoes to make way for new 
footwear purchases here is the Repub- 
lican Russian Relief. Under the slogan 
of “Shoes for Siberians” the Repub- 
licans of King County (Seattle), Wash- 
ington, have rallied to relieve the Rus- 
sians forced from their homes by the 
Nazis. The call has swept through the 
city for shoes and warm clothing, and 
an abundance of good serviceable shoes 
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Honor George F. Johnson 


West ENnpicott, N. Y.—This com- 
munity celebrated George F. Johnson 
Appreciation Day recently, with the 
shoe manufacturer present to receive 
the devoted tributes of employees of the 
Endicott-Johnson Corporation. 

The man who built the great indus- 
try which employs 22,500 persons and 
who instituted the Square Deal policy 
which has brought happiness to many, 
listened smilingly to the words of 
praise, gratefully accepted the flowers 
which were presented him while the 
assembled multitude cheered, then said 
characteristically : 

“I am grateful to the people of West 
Endicott, and I am more than repaid 
for anything that I have done, in the 
smiles on your faces.” 





Purchases Shoe Store 


JONESBORO, ARK.—Wallace Jones of 
Jonesboro has purchased the Monday- 
McCrady Brownbilt Shoe Store at 402 
South Main Street, here, and is now in 
active operation of the store which will 
be known as Wallace’s Brownbilt Shoe 
Store. 

Mr. Jones points out that he has just 
returned from St. Louis where he has 
purchased many new styles. He states 
that plans have been drawn for a new 
front and complete redecorating and 
fluorescent lighting of the interior. The 
remodeling program will begin at once. 


A new manager for the store will be 


appointed as soon as the remodeling 
program is completed. Luward Keeys 
will continue as manager of the shoe 
repair department. 


Regulation on Fitting 
Bare Feet 


Detroit, Micu.—Shoe retailers in 
Michigan will have a new opportunity 
tc make a related sale of hosiery, under 
new regulations issued by the State 
Department of Health, over the signa- 
ture of H. Allen Moyer, M. D., Com- 
missioner. New ruling is to the effect 
that retailers must see that any cus- 
tomer they fit is wearing a pair of hose. 
It is intended primarily, according to 
Dr. Moyer, to combat the spread of 
athlete’s foot, as well as other foot con- 
ditions. New regulations must be 
posted in every shoe store in the state, 
as a warning to customers which will 
back up the store’s policy and at the 
same time offer assurance of protection 
to other customers. 

The present need for the ruling ap- 
pears to arise chiefly from two sources 
—a growing hosiery-less fad and an 
influx of war workers and their fami- 
lies from other parts of the country, 
many of them not accustomed to wear- 
ing hosiery daily. 


Former Shoe Man 
A Parachutist 


MIAMI, FLA.—Lt. Sam H. Bailey, Jr., 
who has been associated with his fath- 
er, Sam H. Bailey, in the shoe business 
for many years, is now with a para- 
chute battalion. With his bride, the 
former Miss Grace Marie Hels of 
Cudahy, Wisc., he has been spending 
a few weeks with his parents in Coral 
Gables. 





Appropriate Atmosphere in Hawaiian Store 





HONOLULU, T. H.—Designed to capture the semi-tropical atmosphere of Hawaii is 
Honolulu's newest shoe store, Perry's Fashion Footwear, 1110 Union Street, owned 
and managed by J. G. Perry. The store carries a varied line of shoes for women 


and girls. 











NO LIMIT TO WHAT 
YOU CAN EARN UNDER 
PROFIT-SHARING PLAN 





C. H. McQUILLIN 
Manager 


HEALTH SPOT SHOE SHOP 
804 Walnut St. 
Des Moines 


The -kind of success that Mr. 
McQuillin is enjoying shows 
that he is making the most of a 
splendid opportunity. His in- 
creased earnings prove that the 
Health Spot Shoe Shop profit- 
sharing plan is indeed liberal. 


Under this plan, there is a real 
incentive to make full use of 
your ability. The more you put 
into your job, the more you get 
out of it in the form of bigger 
earnings for yourself. 


The steady increase in this 
store’s volume attests to Mr. 
McQuillin’s ability and demon- 
strates how a man can make a 
business grow when he is happy 
and satisfied. 


You have the same opportunity 
as the many Health Spot Shoe 
Shop operators all over the 
country who are enjoying the 
best-paying jobs of their shoe- 
selling careers. 


NO INVESTMENT REQUIRED! 


You have nothing to invest, yet 
you receive a salary and a nice 
share in the profits. 


If you recognize this as the op- 
portunity you’ve been waiting 
for, send for an application 
blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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PLATFORMANIA sweeps the country! 
5/8-inch triple-deckers in faille . . . 
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new, smart bulky look. “Thixies” are 


instant sellers, ready for instant shipment. 


M. J SAKS has them in stock! 


. J. SAKS SHOE CORPORATION 
152 DUANE STREET © NEW YORK 





Over the counter from the vast in-stock reserve 
of M. J. Saks, the swre source that maintains 
complete sizes in stock through your peak- 
selling period . . . that can instantly give you 
a dozen or a case, at the price that gets you 
the volume. 


Right now, when you need every pair you can 
lay hands on, Saks has many new, fast-selling 
platforms in stock, to retail for $4 and $5 on 
a good markup. Order these today: 


STYLE No. 7606—Black suede, elasticized open-back, punched- 
bow pump. '2-inch suede platform. 21/8 clog. Faille sock lining. 
Widths N-M-C. Illustrated. 

STYLE No. 7607—Same in Kona suede. 

STYLE No. 7605—Same in Pine Green suede. 

STYLE No. 7602—Black suede, cross-band vamp, open-back 
sandal. %-inch suede platform. 21/8 clog. Faille sock lining. 
Widths N-M-C. 

STYLE No. 7600—Black suede, open-back sandal, soutache 
trim on vamp, triple-deck faille platform. 21/8 clog. Faille 
sock lining. Widths N-M-C. Illustrated. 


STYLE No. 7604—Black suede elasticized pump with faille 
pom-pom bow and triple-deck faille platform. 21/8 clog. Faille 
sock lining. Widths N-M-C. 


STYLE No. 7603—Same in brown suede and faille. 


Write for Saks new in-stock catalog 
. ++ everything from playshoes to correctives! 
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Represents Tweedie on Coast 


Award Contracts for Army Service Shoes 


1,860,000 Pairs in Recent Allotment, More Than Half of 
Which Are to Be Made by Four Companies 


Boston, Mass.—Award of contracts 
to make 1,800,000 pairs of United 
States Army service shoes with rubber 
taps, a quantity less than had been an- 
ticipated by the industry, was an- 
nounced recently at the local Quarter- 
master Depot. Of this quantity, 
slightly more than one-half is to be 
made by four companies. The Interna- 
tional Shoe Company, using five fac- 
tories, will make 325,000 pairs. Endi- 
cott-Johnson Corporation, using three 
factories, will make 240,000 pairs. The 
J. F. McElwain Co. will make 190,000 
pairs and the Brown Shoe Co., 150,000. 
Others sharing in the award are: 

Holland-Racine Shoes, Inc., 46,000. 
Craddock-Terry Shoe Corporation, 46,- 
000 (in two factories). Cannon Shoe 
Co., 35,000. Mid-States Shoe Co., 
27,000. Ascutney Shoe Corporation, 
10,000. Daly Bros. Shoe Co., 32,000. 
Albert H. Weinbrenner Co., 32,000. R. 
P. Hazzard Co., 32,000. John Pilling 
Shoe Co., 10,000. J. Landis Shoe Co., 
10,000. Shelby Shoe Co., 16,000. Bed- 
ford Shoe Co., 10,000. Joseph F. Cor- 
coran Shoe Co., 20,000. Jung Shoe 
Co., 5,000. Freeman Shoe Corporation, 
40,000. Milwaukee Shoe Co., 10,000. 

Allen-Squire Co., 30,000. Belleville 
Shoe Mfg. Co., 28,000. Wm. Brooks 
Shoe Co., 23,000. Hubbard Shoe Co., 
16,000. Hill Bros Co., 20,000. Perry- 
Norvell Co., 22,000. Saco-Moc Shoe 
Corporation, 10,000. Bridgewater 
Workers Cooperative Association, 9,000. 
G. P. Crafts Co., 10,000. Gardiner 
Shoe Co., 10,000. Charles A. Eaton 
Co., 45,000. A. R. Hyde & Sons Co., 
32,000. John E. Lucey Shoe Co., 
23,000. Sam Smith Shoe Co., 20,000. 
E. J. Givren Shoe Co., 17,000. Leonard 
& Barrows Shoe Co., 17,000. Curtis- 
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Stephens-Embiy Co., 6,000. A. Freed- 
man & Sons, 13,000. ° 
Commonwealth Shoe & Leather Co., 
15,000. Doyle Shoe Co., 15,000. Gil- 
Ash Shoe Co., 10,000. John A. Frye 
Shoe Co., 10,000. Farmington Shoe 
Mfg. Co., 6,000. Knipe Bros., 10,000. 
Conrad Shoe Co., 5,000. Red Wing 
Shoe Co., 7,000. Chippewa Shoe Mfg. 
Co., 6,000. E. E. Taylor Corporation, 
12,000. A. G. Walton & Co., 8,000. 
Koss Shoe Co., 10,000. Boston Ath- 
letic Shoe Co., 6,000. Wall-Streeter 
Shoe Co., 16,000. J. Edwards & Co., 
7,000. Knapp Bros. Shoe Mfg. Co., 
9,000. A. S. Kreider Shoe Mfg. Co., 
5,000. A. S. Kreider & Sons Co., 6,000. 


Purchases Department Store 


SPOKANE, WASH.—J. F. Britton, shoe 
retailer of the college town of Pullman, 
Wash., has purchased one of Spokane’s 
pioneer dry goods and department 
stores, Mower & Flynne. Some years 
ago Mr. Britton was manager of the 
downstairs department of the Crescent 
department store here for 18 years. 

The shoe store in Pullman will con- 
tinue to be operated by Mr. Britton, in 
addition to the Spokane enterprise. 
For the time being his family will re- 
main in Pullman. 

Kenneth Mower who has operated 
Mower & Flynne as sole owner since 
1929, and who succeeded his father 
and R. D. Flynne in the enterprise, is 
retiring from business to enter the 
Quartermaster Corps of the United 
States Army. 

Mower & Flynne will continue to be 
the store name, and the present staff 
will be retained. A shoe department 
is part of the store’s operations. 


SATURDAY ® 


Los ANGELES, CALIF.— Wendell O. 


McCracken has resigned as shoe buyer 
for the Wetherby-Kayser Shoe Co. and 


WENDELL O. McCRACKEN 


is now representing the Tweedie Foot- 
wear Corp. in the Pacific Coast terri- 
tory. Mr. McCracken succeeds John 
W. May, Jr., who has been the Tweedie 
West Coast representative for a num- 
ber of years. Mr. May resigned to 
enter the Army Aviation service. 


To Manage Brownbilt Store 


SANTA MONICA, CALIF.—E. M. Foster 
is now manager of the Brownbilt Shoe 
Store. He suceeds the late R. J. Match- 
ett. Mr. Foster comes here direct from 
El Centro, Calif., where he was asso- 
ciated with the Burns Brownbilt Shoe 
Store. 
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Goodspeed Working on Salvage Committee 





Urges Leather Companies to Cooperate Fully with WPB Indus- 
trial Salvage Section 


New YorK — Harold N. Goodspeed, 
president of A. C. Lawrence Leather 
Company, is participating in the work 
of the American Industries Salvage 
Committee to enlist the full cooperation 
of individual industrial concerns behind 
the current scrap salvage program of 
the War Production Board, according 
to an announcement by Robert W. Wol- 
cott, Chairman of the Committee. 

Serving as a liaison between the 
American Industries Salvage Commit- 
tee and individual companies in the 
leather industry, Mr. Goodspeed has 
written to companies in the industry 
urging full and complete cooperation 
with the program of the Industrial 
Salvage Section of WPB. He has also 
asked that each company appoint a re- 
sponsible official to assist in any way 
possible the local general Salvage Com- 
mittees that have been established by 
WPB in 12,000 communities. 

Mr. Goodspeed’s letter to companies 
in the leather industry follows, in part: 

“Donald Nelson and the Conservation 
Division of the WPB have tackled the 
enormous job of digging out and mov- 
ing such critically-needed materials as 
iron and steel scrap, non-ferrous met- 
als, scrap rubber, rags, manila fiber 
and other salvage materials that are 
essential to war production. In this 


task they need the active cooperation 
of American business and industry. 

“A number of industrial leaders rep- 
resented on this Committee have under- 
taken to carry through the task of 
lining up industry behind the drive for 
salvage materials—so that the work of 
the Conservation Division may be sup- 
plemented and the job done thoroughly, 
quickly and well. 

“They have asked me to help organize 
the Leather industry—every company 
in our industry—to get behind the ef- 
forts of the War Production Board. 
This is a situation wherein by helping 
our Government, we are also helping 
ourselves; because industry cannot do 
a satisfactory job of production with- 
out more scrap materials than are 
normally available. It has been stand- 
ard practice with most of us to care 
for our ‘production scrap’, but now 
something is needed beyond . that. 
There is needed an extraordinary clean- 
up of our factories involving recogni- 
tion of the fact that if a machine or 
pipe line, a heating plant, a building— 
or what have, you—is not absolutely 
essential for production at this particu- 
lar time, then consideration should be 
given to scrapping it. If we don’t win 
this war, most of our factories will be 
scrap anyway.” 





Limit Uses of Elastic Yarn 


WASHINGTON, D. C.—Two Conserva- 
tion Orders, M-124 and M-174, have 
been issued restricting further the sale, 
distribution and use of elastic fabric, 
elastic thread and rubber yarn, in order 
to assure plentiful supplies of these 
materials for the armed forces. Under 
the orders, elastic fabrics, elastic 
thread and rubber yarn may not be 
processed except for contracts for the 
Army, Navy and Government agencies. 
Essential health and industrial articles 
have also been provided for by issuance 
of a limited list of articles for which 
these materials may be used. 

Detailed reports of inventories of 
elastic fabrics, elastic threads and rub- 
ber yarn must be filed by manufac- 
turers, knitters, weavers, jobbers, or 
other dealers in these materials. These 
inventories will be used as a basis for 
determining how much of the yarn will 
be allotted for the manufacture of es- 
sential civilian articles. 

A period of two weeks was allowed 
after the issuance of the order for com- 
piling this information; for that period 
the use of these materials is permitted 
in a limited list of essential health and 
industrial articles. Manufacture of 
these items is prohibited after Sep- 
tember 9, unless, upon special applica- 
tion, the WPB grants permission to 
produce them. 
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Adler Heads Legislative 


Committee 

RocHESTER, N. Y.—Jesse Adler of 
New York is chairman of a new Com- 
mittee on Legislation named by the 
New York State Shoe Retailers’ Asso- 
ciation. Other members are .Ernest A. 
Beaumont, Albany, and George W. 
Cooke, Buffalo, with John D. Mills, 
president, Schenectady, ex-officio. 

Naming the committee at this time 
presages vigorous action during com- 
ing months in working for measures 
which will give needed protection alike 
to legitimate shoe retailers and to the 
public which should be safeguarded 
against misrepresentations concerning 
price and quality. 

In times when momentous events 
are taking place, the committee will be 
on the alert to see that legitimate shoe 
merchants are given a square deal as 
new laws are enacted to harmonize with 
changing times; see that they shall not 
be penalized by unjust legislation. 

One of the first jobs on the list will 
be to have a part in preparing a bill 
designed to promote fair trade prac- 
tices, along the lines of the measure 
passed by the last Legislature but ve- 
toed by Governor Lehman. It will have 
strong association backing again this 
year. 


Coward Shows Fall Shoes 


New YorkK—At a recent cocktail 
party at the Waldorf-Astoria, the Cow- 
ard Shoe Co. displayed for the press 
their line of Fall shoes for men, women 
and girls. Emphasis in women’s shoes 
was laid on walking shoes with style 
appeal. “ ‘Walk and Like It’ shoes for 
these days of ration-al living,” Coward 
calls them. 

In addition to the “Minute Woman” 
military oxford designed by Alice Mar- 
ble, a group of walking shoes with pre- 
walked flexible soles and Coward arch- 
supporting features was shown in a 
variety of leathers and eight colors and 
combinations. Another group of walk- 
ing types somewhat dressier in treat- 
ment included a ‘sandal, an alligator 
trimmed stepin and spectator oxford 
and a new square toe last. 

Noteworthy throughout the collection 
were the smart treatments of tailored 
pumps and stepins. Detailing of fold- 
ed tongues and bows and decorative 
use of buttons and stitchings made 
these tailored shoes suitable for nearly 
every type of daytime costume. A 
group of stepins and oxfords in a new 
natural watermarked seal leather was 
a feature of the show. Handbags were 
prominently displayed with each group 
of shoes. , 

Outstanding for teen age girls were 
swagger and sporty styles in oxfords, 
ghillies, stepins and military styled 
straps. A good assortment of men’s 
styles ... including the group of “Cra- 
dle Heel” shoes .. . completed the 
showing. 


Boneau Named Sales 
And Credit Manager 


St. Louis, Mo.—L. K. Kane, presi- 
dent of Kane, Dunham & Kraus, Inc., 
of Washington, Mo., announced last 
week the appointment of Ed Boneau 
as sales and credit manager of the 
company. Mr. Boneau succeeds P. H. 
Dunham who recently resigned. He 
enters his new position with a rich 
background of experience both in the 
field of credits as well as sales, having 
for many years been with those depart- 
ments at the Brown Shoe Company. 


To Supply Rubbers 
For Welfare Clients 


ROCHESTER, N. Y.—When the Good- 
year company submitted a bid to sup- 
ply 3,650 pairs of rubber footwear for 
welfare clients for a total of $2,684, 
W. Ray Whitley, city purchasing agent, 
lost no time in announcing that it was 
going to be accepted. 

This was the only bid that was re- 
ceived in reply to the city’s advertise- 
ment for bids. The number of requests 
by those on welfare for rubbers was 
far under the total of recent years, re- 
flecting greatly improved employment 
conditions. 
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To Hold Joint Convention Compo Holds Annual Golf Tournament 


MINNEAPOLIS, MINN.— The North- 
western Shoe Retailers’ Association 
and the Minnesota Retail Dry Goods 
Association will hold a joint one-day 
convention at Hotel Radisson, Minne- 
apolis, on November 10th, to be devoted 
to discussion of current problems af- 
fecting retail merchandising. Tenta- 
tive plans call for a morning and an 
afternoon session, and a noonday 
luncheon. 

O. H. Schuler, Minneapolis, is presi- 
dent of the shoe organization. V. C. 
Fandel, St. Cloud, heads the dry goods 
association. The joint convention is 
regarded as highly important, inas- 
much as more than 90 per cent of the 
members of the dry goods group main- 
tain footwear departments. 


Joins Army Air Force 


BUFFALO, N. Y.—President of Sat- 

tler’s, Inc., Charles Hahn, Jr., was 

Sworn into the Army Air Corps as a 

captain recently. He will leave shortly Boston, Mass.—Compo Shoe Machinery Corporation recently held its annual golf 
for Miami, Florida. Mr. Hahn joined tournament at the George Wright Golf Course in Hyde Park, Mass. Paul Crosby 
Sattler’s 17 years ago, and became wen Lew Gross and was presented with a big silver loving cup. Second Low Gross 
president of the store in 1941 upon wes won by L. P. Nemzek. Low Net went to Dan Murphy and Second Low Net to 
the death of its founder, the late John Lewis Lansky. Golfing was followed by a chicken dinner and the awarding of prizes. 
G. Sattler. Mr. Hahn is a member Left to right: P. L. Slayton, assistant-treasurer; J. A. Howorth, cost accountant 
of many organizations, including the nad chairman Golf Committee; L. H. Lansky, credit manager; W. C. Durham, tech- 
Greater Buffalo Shoe Retailers’ Asso- nical director; B. W. Dougherty, manager Haverhill District Office; W. J. Morton, 
Clation, sales manager. 
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Shoe Men Test Their Skill with “Shoes” 





STYLE 730 


BOWLING SHOES AND OXFORDS 


For Men and Women 
IN STOCK FOR AT ONCE DELIVERY 


® 15 STYLES IN BLACK. WHITE & SMOKED ELK 
® MADE FOR RIGHT & LEFT-HANDED PLAYERS 
®@ FLEXIBLE CONSTRUCTION FOR COMFORT 

® REGULATION COMBINATION SOLES 


ORDER NOW WHILE OUR STOCK IS COMPLETE 


SEND FOR CATALOG — 


ASCO ATHLETIC FOOTWEAR 


** BUY U.S. WAR BONDS ** 
THE ARNOFF SHOE CO., [OI DUANE ST., N.Y. C. 


Measuring their skill around the horseshoe pitching stake are, left to right, Harry 
J. Deters, general chairman; John Christ Schienker, oldest living Buffalo retail shoe 
salesman; Fred Manning, president of the association, and George Seifert, treas- 


urer. Standing is Benjamin 


BuFFALO, N. Y.—Even at their an- 
nual outing held recently at the George 
F. Lamm Post Home in Williamsville, 
N. Y., the Buffalo shoe retailers 
couldn’t get away from handling shoes, 
although of a different kind. Some 200 
retailers and salesmen attended the 
largest outing ever held by the local as- 
sociation. Maj. Winston V. Morrow, 
former Buffalo correspondent for Boot 
& SHOE RECORDER, was the guest of 
honor. 

Opening the day’s program, Bill Ad- 
ler’s Shoe Travelers baseball team, de- 
feated Oliver LaReau’s retailers in a 
14-inning game by a score of 15 to 14. 
Frank Swanson, salesmen for Endicott- 
Johnson, stole home with the winning 
run. The quoit-pitching contest was 
won by the team of George Simon and 
Fred Roneker of Williamsville, N. Y. 
The golf ball-driving contest was won 
by Jack O’Brien of Medina, N. Y. 
Amos A. Betts of Elmira, N. Y., was 
second. The wheelbarrow race was won 
by the team of Gordon Rodgers of 


Etkin, chairman of sports. 


Tully, N. Y., and Walter Scholand of 
Rochester. Charles Reis and Harry 
Feinstein, Beacon Falls rubbermen, 
were second. George Kalb’s booster 
team from Rochester defeated Buffalo, 
5 to 4, in the night cap. 

In the evening O.P.A. officials spoke. 
Harry J. Deters was general chairman, 
Fred Manning co-chairman, Oliver La- 
Reau chairman of tickets, Benjamin 
Etkin chairman of sports. Herman 
Meyer was in charge of the dinner and 
refreshments. 


Heads Retail Division 


GREEN Bay, Wis.—Earl Murphy. 
manager at Nau’s, local women’s ready- 
to-wear and shoe store, has been named 
chairman of the Association of Com- 
merce retail division. In the coming 
year, special attention will be given by 
the division to clinics and government 
rules affecting retailers. 


Courses in Retailing Available 


New York — Advanced Retail Mer- 
chandising, a new course being offered 
by The City College School of Business 
at 23 Street and Lexington Avenue, is 
one of many retailing courses offered 
to both men and women in the Evening 
Session, according to an announcement 
by Dr. Robert A. Love, Director. 

Other courses available at The School 
of Business are: Essentials of Retail- 
ing, Retail Merchandising, Retail Sales- 
manship, Store Management, Retail 
Advertising and Promotion, Style and 
Fashion Factor in Retailing and a num- 
ber of specialized courses pertaining to 
individual fields. 

The expanding role of salesmen in 
the distribution of merchandise during 
wartime is emphasized in a course in 
Sales Development Through Retailers. 

The course will deal with such topics 
as guiding the retailer in pricing, stock 
control, purchasing, etc., together with 
the coordination of sales, merchandis- 
ing and advertising activities of manu- 
facturers and retailers. Special em- 
phasis will be placed on the problems 
resulting from priorities, allocations 
and price control regulations. 

The course will be given Monday eve- 
nings beginning September 28. Regis- 
tration takes place September 14 to 23. 
For further information communicate 
with the Director of the Evening Ses- 
sion, The City College, 17 Lexington 
Avenue, New York City. 


Retail Sales Improve 


SAN FRANCICO, CAL.—Retail sales in 
San Francisco are again on the up- 
swing, with an increase of 9 per cent 
the last week in August over a year 
ago. Shoe stores all report increased 
activity in all lines. San Francisco has 
become the headquarters on the West 
Coast for war activities, and service 
men throng the stores, thus adding to 
the normal trade demand. On January 
Ist, San Francisco’s war agencies had 
150 people; today there are 1500, with 
a payroll of $225,000. 
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MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway 
New York 
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THESE WORLD FAMOUS 


ENGLISH 
RIDING 
BOOTS 


ARE MADE IN ENGLAND 
BY MASTER CRAFTSMEN ONLY 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR & 
JODHPUR BOOTS 


MANFIELD & SONS 


| 325 ARCH STREET 


PHILADELPHIA, PA. 





The Editor’s Outlook 
[CONTINUED FROM PAGE 22] 


in England. Canada and England have been in the war 
longer than we have and they have not blinked the 
fact that the shoe industry in their lands is part and 
parcel of the great war effort and must be subject to 
controls if anything is to survive. 

Government is handling the war in England, in 
Canada. It is beginning to handle it here. 

“Who IS the Government except YOU? And 
if YOU don’t do YOUR part, don’t blame ‘the 
Government’ when you slave for Jap and German 
masters at starvation wages with NO rights and 


NO liberties.” 
N.Y.S. Retail Employment Down 


Atpany, N. Y.—Retail stores in New York State re- 
ported seasonal losses of 3.6 per cent in employment 
and 3.5 per cent in payrolls from the middle of June 
to the middle of July. According to a statement issued 
recently by Industrial Commissioner Frieda S. Miller, 
the loss in employment was somewhat smaller than the 
average losses reported in the same period of the last 
eight years. However, it followed a larger than usual 
loss during May to June of this year. The payroll loss 
was average for the period. Reports from 9,030 
retail stores in all parts of the state form the basis for 
Compared with July of last year, 


these statements. 
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retail stores employed 2.7 per cent smaller forces this 
July but they paid out 1.2 per cent more in total amount 
of payroll. 

Apparel stores reported the largest reductions in 
forces and payrolls during the month. As a group, 
they laid off 13 per cent of their forces and paid out 
14 per cent less in payrolls. Shoe stores curtailed em- 
ployment 16 per cent and paid out 4 per cent less in 
payrolls. Some of these stores reported sharp re- 
ductions in employment. Quite large losses occurred 
in many of the men’s and boys’ clothing and furnishing 
stores. As a group they laid off 9 per cent of their 
employees and paid out 6 per cent less in total payrolls. 
Most of the family clothing stores reported slight re- 
ductions in forces and payrolls, and a few stores re- 
ported quite large losses. Employment and payrolls 
were downward in most of the department stores. As 
a group they reported losses of 6 per cent in both em- 
ployment and payrolls. Slight reductions occurred in 
many of the dry goods and general merchandise stores. 

Retail stores in New York City laid off 3.8 per cent 
of their forces from June to July and they paid out 4.4 
per cent less in total amount of payroll. Compared with 
July of last year, retail stores employed 3.3 per cent 
smaller forces during this July, but they paid out 1.9 
per cent more in total amount of payroll. Wholesale 
firms employed 7.0 per cent smaller forces during this 
July and they paid out 1.4 per cent less in total wages, 


salaries and commissions. 
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WILLIAM ISELIN & Co.. INC. 


FOUNDED 1808 


Our factoring service makes it possible 


te 


Same 


for the shoe executive to devote full time 


to production and selling activities—the 


real source of profits. 


Inquiries invited 


357 Fourth Avenue 


Branch Offices 
GRAND RAPIDS, Mitt. 
TUGEEEUGUESUCGGQETADOUEERGCQOGUUEOESHGGREEGDURERGROOUGHESEGUROSDOROCSOEEUDQUTORDEONDORDORUGUSOURORDSSU200000% 


LYNCHBURG, VA. 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


NEW YORK 


LOS ANGELES. CALIF. 
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There’s the order — 
provided you use... 

















COLONIAL 


NATURAL SOLE 


SPLITS 


Their firmness gives better edges 
...and they're chrome retan for 
longer wear. All weights avail- 
able including light weights for 
slippers. Samples on request. 


















COLONIAL TANNING CO. 
BOSTON, MASS. 


also producers of work shoe splits 
and Colonial Patent 













Training School 
For Shoe Saleswomen 


SAN FRANCISCO, CAL. — Faced with 
the constant loss of its salesmen who 
enter the armed forces, the Emporium 
is carrying on a successful school for 
the training of women shoe clerks. Out 
of a salesforce of 30 men some months 
ago, only four men still remain, and 
replacements had to be made by train- 
ing women to do the selling. A regu- 
lar course of instruction is given, and 
girls are enrolled not only from other 
departments of the store but from high 
school and college graduates. 
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Seek Students’ Business 


MILWAUKEE, WIS. — Wisconsin re- 
tailers generally made a concerted drive 
for shoe business from boys and girls 
and young men and women returning 
to schools and colleges this Fall with 
encouraging success. 

Locally, for example, the T. A. Chap- 
man Co. conducted its Campus Club 
and Career Girls’ Night Style Show 
recently on its second floor. Twenty- 
four popular Milwaukee coeds and 
eareer girls displayed the latest Fall 
fashions for ladies, while young men 
models from Milwaukee University 
School, Country Day and Marquette 
University were also on hand. 

The affair also featured a popular 
request session with Ralph Miiller’s 
orchestra. Among the shoes featured 
by the store were three Fall arrivals 
“college and high school girls will stand 
by.” These included low heeled ghillie 
tie, noved square-toed tie and low heel 
spectator pump, all in antique elk. 

For the career girl, the store sug- 
gested classic spectator pumps in 
antique tan calf as “voted most likely 
to succeed in business.” The store also 
opened its new El Rancho shoe depart- 
ment for children in the basement in 
time for the opening of school. Deco- 
rated in an atmosphere in keeping with 
its name, the shop has a number of 
wooden rocking horses on the floor for 
youngsters’ amusement. 

A “Tricks for Teens” fashion show 
was presented by Gimbels’ in co-opera- 
tion with Parents Magazine. Ozzie 
Nelson and Harriet Hilliard, appearing 
at a Milwaukee theatre, were present at 
the affair, which demonstrated how 
high schoolers looked in 1921 and then 
suggested how they dress in 1942. 

The Fair Store in Wausau featured a 
“Roll-Call for Back to School Needs in 
Sturdy, Styleful Apparel for Young 
America.” At Kenosha, three shoe re- 
tailers—Block Bros. Department Store, 
Phil Bleicher’s Shoe Store and the Big 
Shoe Store—offered free tickets with 
purchases to a “Back to School 
Matinee” Sept. 5 at the Orpheum 
Theatre in that city. 

Geenen’s, at Appleton, conducted a 
harvest festival. During the sale, 
which featured school shoes in its main 
floor shoe department, the store gave 








free roses to the women, cigars to the 
men and balloons to the children. 

In general, shoe retailers report the 
volume of their business to be running 
ahead of the same period last year. 


Keeps Record of Sizes Worn 


NEw ORLEANS, La.—A system where- . 
by shoe sizes are purchased according 
to a record of what sizes are being 
worn by the public, instead of by the 
standard composite size record has not 
only increased sales substantially in 
the men’s and women’s shoe depart- 
ments of Godchaux’s, New Orleans, La., 
department store, but has also enabled 
Harry Davis, shoe buyer for all de- 
partments, to increase his size range 


without risking a large amount of 
shelf-warmers. 
Like most shoe buyers, Mr. Davis 


formerly kept a standard printed com- 
posite size sheet which recorded the 
sizes selling each year and formed the 
basis for buying ahead. One of these 
was maintained for each of the shoe 
departments in the store. Investigation 
three years ago, however, revealed that 
the departments were missing sales 
frequently because the correct size was 
not in stock, and that the composite size 
scale did not give any record of what 
sales were missed. Watching his sales- 
men at work for several weeks, Mr. 
Davis found numerous instances in 
which a notation of the size called for 
would back up the purchase of a size 
not in stock. Consequently, he now 
believes it is best for the large-volume 
shoe department to keep a record of the 
sizes being worn by the public instead 
of merely sizes being bought for stock. 

Under this system, if a woman comes 
into the store and asks for a 3% AAA 
which was not available, it pays to 
record the request, even for only one 
call. No evidence of this call would 
show up on the composite record. How- 
ever, if the size scale is composed en- 
tirely of such requests, even a single 
call for an unusual size will appear. 
Thus, selling approximately 20,000 
pairs of shoes per year in all depart- 
ments, the Godchaux shoe office each 
year buys against a record of what 
20,000 customers wore for the year 
previous. Mr. Davis recommends this 
plan for any store with a wide size 
variety problem; stating that it will 
work as well with a record of 500, 600 
or 1000 calls as with 20,000. 

The record is maintained by a single 
salesperson, a girl who keeps the record 
up to the minute the year around. It 
is the responsibility of each shoe sales- 
man to report to her at the completion 
of each sale exactly what size was pur- 
chased, or if no sale was made, what 
size was asked for. The information is 
transferred to a master record sheet 
which at the end of the year shows 
approximately 20,000 sales and re- 
quests for specific sizes. In three 
years. Godchaux has greatly stepped 
up the number of sizes and widths in 
stock, and has been able to put full 
emphasis on correct fitting and com- 
plete sizes in newspaper advertising. 
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FREE or 
GRINDING SERVICE 


Drills still long enough to 
be used should be sent to 
the nearest (6/C Branch 
Office. There they will be 
resharpened without cost. 


\\) \\\ \ 
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These suggestions are pub- 
lished to help users conserve 
wood heel ottaching drills. 
Maximum production from 
every tool and part is essen- 
tial in these critical times. 


September 5, 1942 








tt DRILL LIFE 


at the wood heel attaching operation 



















Machine tools, skilled machinists and a high grade of tool 
steel are needed to make the drills used in wood heel 
attaching. Every carelessly broken drill puts an added de- 
mand on materials and facilities that are essential to im- 
portant war production. Get the most out of every drill. 


Don’t Force the Drill. Let the drill cut its own way into 
heel. The operator should merely guide. 


Remove the Drill Carefully. Don’t bend the drill out of 
line. Many drills are broken when the operator starts to 
move the shaft away before the drill point is clear of the 
hole. 


Don’t Use a Dull Drill. There is a temptation to force a 
dull tool. When cutting becomes more difficult or slug- 
gish, put in a sharp drill. 


Have Shanks Correctly Positioned. Extreme care should 
be used when steel shanks are attached, to see that the 
heel end slot of the shank is accurately placed so as to 
allow clearance for the drill. 
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| Rubber Heels to Carry Victory Trademark 
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STEEL TOE 
SAFETY SHOES 
and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
cogoeet ® SHOE 
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Men's Shoes 
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Outstanding Fall Line . . 
Nationally Advertised . . 
Local Cooperative Advertising . . 
Adequate Markup . . 
Maintained Quality . . 
Efficient Stock Service . 
Inquire aiadne 
DOUGLAS FRANCHISE 
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Children's Shoes 
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No. 1390— IN STOCK 
White Elk First Step 
Sizes 44 @ 


75¢ 


Chester A. Yard Co. 
1709 Locust St., 
St. Louis, Mo. 














The C. A. Haines 
Shoes for Children | 


IN STOCK 
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$2.00 $3.00 
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Flex-A-Proved Cushion 
construction, soft and 
smoeth inside, scientif- 


c wucion | 
‘SUPERIOR SHOE CO., ‘Mfrs. 


508 S. Peoria St. 
also carried in stock by 
fawtep Shee Co., S. Freiburger & Bro. Co., | 
251 . Jefferson St., 119-121 E. Columbia St., | 
it Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 


| 
Chicago | 





Grades, Also to Be Indicated on Heels Made of Scrap Rubber. 
Ceilings Set by OPA 


WASHINGTON — V — for Victory — is 
the new trademark which must be 
stamped on the four grades of Victory 
rubber heels being made for the na- 
tion’s fast growing army of pedestrians, 
according to the Consumer Division of 
the Office of Price Administration. 

Made from scrap rubber of the type 
now being collected in salvage drives 
throughout the country, the new Vic- 
tory rubber heels may not last as long 
as those which have been worn in the 
past, but they will give satisfactory 
service nevertheless—particularly in 
the upper grades. 

When the new heels go on sale in 
shoe repair shops, they can be identified 
by the V-1, V-2, V-3 and V-4 markings 
stamped on their faces. Toplifts for 
women’s high heeled shoes will be sold 
without these markings; their small 
surface area leaves no room for the 
V-grade mark, and some other means 
of identification is being worked out for 
them. Black will be the only color 
available for both men’s and women’s 
heels. V-1 represents the highest of 
the four grades and must meet definite 
specifications for abrasion and tensile 
strength. Requirements for the other 
three grades are proportionately lower, 
but the War Production Board has pro- 
hibited the manufacture of heels in- 
ferior to the V-4 grade. 

OPA has placed price ceilings over 
each of the four grades of Victory 
heels. In general, they are based on 
prices charged by shoe repairmen last 
March, the base period for most price 
ceilings, and include the service charge 
for attaching the heels to the shoes. 
Women’s Cuban heels and junior 
wedges will cost from 30 cents to 40 
cents, for example; men’s half heels, 
40 to 55 cents, and men’s whole heels, 
45 to 65 cents. 

Heels manufactured before Septem- 
ber 1 will not carry the V-grade mark- 


ings. They will be classified on the 
ceiling price lists as Super Grade, 
Standard Grade, Competitive Grade and 
Special Competitive Grade, and their 
prices will correspond to the prices for 
the V-grades. 

The following suggestions have been 
made to consumers by the Consumer 
Division of OPA: 

“When you visit your shoe repair- 
man, ask to see the V stamp on the 
heels you want attached to your shoes, 
V-1 or V-2 heels will give better service 
than V-3 or V-4 grades, and will cost 
more. 

“Check the V stamp against the list 
of ceiling prices posted in the shop. 
There will be a definite price for each 
type and grade of heel. 

“Women’s toplifts are priced not ac- 
cording to grade and type, but accord- 
ing to type alone. For example, thin 
scoops with three nails—in all four 
grades—will cost you 30 cents. Thin 
scoops with one nail—in all four grades 
—will cost you 25 cents. 
cause the chief factor in pricing top- 
lifts is not the cost of the heel but the 
cost of the shoe repairman’s labor. 

“If repairs are made to the heel base 
of a woman’s shoe while toplifts are 
being attached, the repairman may 
charge 10 cents extra. 

“You do not have to pay more, how- 
ever, for the service of attaching heels 
to your shoes; the service charge is in- 
cluded in the ceiling price. 

“If you buy the heels unattached, the 
shoe repairman can charge you only 40 
percent of the listed price. If you buy 
heels elsewhere and bring them to the 
repairman for attachment, he may 
charge you 60 percent of the listed 
price. 

“The repairman cannot ask you to 
pay extra for the Federal tax, but he 
can add state or municipal taxes to 
your bill, provided he quotes them sep- 
arately.” 





Store Destroyed by Fire 


LITTLE Rock, ARK.—Fire gutted the 
Dan Cohen Shoe Store building here at 
608 Main Street recently. The flames 
enveloped the Dan Cohen Shoe Store 
and the adjoining S. H. Kress & Com- 
pany store, in the same building, almost 
at the same time. Damage was so 
heavy that all stock is judged a com- 
plete loss of several thousands of dol- 
lars, although no official estimate has 
been made of the loss. 

Whether the shoe store will be rebuilt 
has not been determined, but C. S. 
Christian, manager of the War Produc- 
tion Board’s priority division here said 
reconstruction cost would be limited to 
$5,000. Should the WPB refuse to 


give permit for a greater expenditure 
for rebuilding, he said, shoppers would 
get a taste of what the people in Lon- 
don have been experiencing since the 
bombings. 


Arthur Joyce 


INDIANAPOLIS, IND.— Arthur Joyce, 
traveling representative for Nutz & 
Grosskopf, died recently in the Meth- 
odist Hospital, here. Death was caused 
by severe burns he suffered in a gas 
explosion. He was 46 years old, a 
member of the Indiana Shoe Travelers’ 
Association and the Christian Church. 
Burial was in Swiss City, Indiana. He 
is survived by his widow. 
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Shoe Business Built 
On Large Sizes 


SALINA, KANS.—When a woman in 
Salina complains that she has a foot 
difficult to fit, friends are likely to send 
her to Hal’s Shoe Store on Main Street, 
a women’s shoe shop which has since 
1931 featured a sign reading “Sizes 
AAAA to EEE, 3 to 10” over its dis- 
play windows. 

Hal Bloomquist, operator of the store, 
is one of those shoe merchants who be- 
lieves in showmanship to bring in cus- 
tomers. For more than ten years he 
was a shoe salesman on the road for the 
A. C. Godman Company of Columbus, 
Ohio, which gave him an opportunity to 
see what made one store click when 
another didn’t. “Size is the main ob- 
jection to shoe store success,” he stated, 
“and I think that too few shoe stores 
make a real attempt to convince pros- 
pective customers that they can fit any 
foot. I found in making my calls that 
the store which bought part of its stock 
in large sizes was invariably faring 
better than those which didn’t, and that 
more customers came back where some 
attempt was made to impress them with 
the completeness of the size range.” 

Mr. Bloomquist has been operating 
his store for eleven years against the 
practical background of traveling ex- 
perience. He buys one shoe in every 
ten in size 10 or larger, and keeps a 
minimum stock of narrow widths and 
large sizes which bring in farm wives 
as well as local people. Most important 
he keeps hammering at the Salina pub- 
lic with the idea of educating them to 
his large-size run; to the point that the 
store has been well established as the 
“solution” to a lot of size worries. 

The slogan “AAAA to EEE and 3 to 
10” is played up permanently on the 
metal sign over the entrance, along the 
window display ledges, on wall posters, 
and in every newspaper ad run by the 
store. In addition Mr. Bloomquist has 
added the slogan in bright red letters 
to his letter heads, statements, etc. 

Mr. Bloomquist has attempted to iron 
out all of the useless and wasteful as- 
pects in the store which he opened three 
years ago after moving from a former 
location. For one thing, he built his 
plate-glass display windows himself, 
tilting back the glass so that sun shin- 
ing on it does not make it almost im- 
possible to see into the window, as often 
happens. 

Once a year the store holds an Anni- 
versary Sale during which postcards go 
out to all large-size women customers 
in the farm area surrounding the city 
as well as local residents, offering them 
a gift from the store with the shoe 
purchase. “I never drop the price for 
a sale of any kind,” Mr. Bloomquist 
said. “Instead I believe in giving the 
customer a good pair of hose or another 
premium and stress the gift angle. It 
won’t be possible this year for me to 
give away hosiery as I have in the past, 
but I believe it will be as good to give 
polish, shoe shining kits, etc., instead.” 
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“Dimout” Regulations Affect 
Display Windows 

SAN FRANCISCO, CAL.—The new dim- 
out regulations prescribed by the West- 
ern Defense Command, which went into 
effect on August 20th, have eliminated 
the appeal of window displays of shoe 
and other stores at night. For the 
duration of the war all outside display 
illumination and window lighting are 
prohibited along areas adjacent to the 
Pacific Ocean from Canada to the Mexi- 
can line. This includes billboards, neon 
signs, ballpark illumination and show 
windows, and is designed to eliminate 
sky glow which might be seen out to 
sea. 

In the downtown areas and neighbor- 
hood shopping districts it has been 
customary for many shoppers to in- 
spect the brightly lighted windows of 
stores during the evening hours, but 
with the elimination of all but street 
lights this is now a thing of the past. 
Automobiles are required to drive with 
only parking lights on in districts ob- 
servable from the sea, and all window 
shades must be pulled down in homes to 
prevent light from showing 


Named Secretary-Treasurer 


Detroit, MicH. — Glenn J. Buell, 
comptroller of R. H. Fyfe & Company 
since 1933, has been named secretary- 
treasurer of the company. Mr. Buell 
is a former president of the Detroit 
Retail Shoe Dealers’ Association, and 
also a past president of the Detroit 
Controller Group, of which he is still 
a director. 
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Shoe Man-Angler 


Wesley Raiser, formerly of the Groves 
Shoe Co., Chicago, has settled down in 
Auburndale, Florida, and writes about 
his prowess as an angler. “Myself with 
bass, 8 pounds prize fish, caught with 
rod and reel given me by the gang,” is 
his caption for this picture. 
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re FRESH, CLEAN ~~ 
CANCELLATIONS 


We are the largest distributors of top- 
grade current shoes from 15 of the lead- 
ing St. Louis factories 
AT-A-PRICE 
MEN'S — WOMEN’S - CHILDREN’S 
M. K. WEIL SHOE CO. 
\_ 1326 Washington Ave., St. Louis, Mo. J 
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Riding Boots 
LADIES’ 
JODHPUR BOOTS 
10 STYLES IN STOCK 


$910 up 


IN STOCK FOR 
IMMEDIATE DELIVERY 
SEND FOR CATALOG 
ARNOFF SHOE CO., INC., 101 Duane St.,N.Y.C 


Sty’ 


FOR MEN, WOMEN 
and CHILDREN 


ALSO 
JODHPUR & FIELD 
BOOTS 


JM.CONNELL __-~ 
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Receives Contract for Soles 


Lima, O.—Lima Cord Sole & Heel 
Co. has been awarded a contract for 
17,313 half soles, rubber composition, by 
the War Department. 


Dedicate New Quarters 


AKRON, O.—The Ostrov Shoe Store, 
Barberton, O., operating for more than 
22 years, formally dedicated its new 
quarters recently. The interior of the 
store has been completely redecorated 
and remodeled, with installation of new 
facilities for customers. Dale Keller, 
manager, was in charge of the opening 
celebration, at which souvenirs were 
distributed. 
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= MEN'S & BOYS" WORK SHOES 
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Women's Shoes 
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Girdle 





K 3454 Patent-hi heel—open 
toe 


K 3455 Patent - continental 
heel—open toe 

K 3456 Patent-hi heel — 
closed toe 

K 3494 Suede-hi heel—open 
toe 


K 3495 Suede-cuban heel— 
open toe 
K 3496 Suede-hi heel — 
closed toe 
G 3484 Green crocodile-hi 
l—open toe 


COmcemeg hee 


“nt L.3484 Brown crocodile-hi 
l—open toe 








No Games 


erms | | ee 
- R 3484 Red crocodile-hi heel 
—open toe 


$1.90 less 5% 30 days 
Widths AA te C 
Sizes 3% to 10 

Extra charge on small orders 


GROVES SHOE COMPANY 
311 West Monroe Street, Chicago, Illinois 
Write for folder 
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Bowling Shoes 
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PROFESSIONAL | 
BOWLING SHOES | 


To retail at Combination soles | 
$2.95 $3.95 Right foot 
up. l'ubher sole 
Rubber heel 
Left foot 
Leather sole 
Rubber heel 
Write for 
catalogue 
BROOKS SHOE MFG. Co. 
58th & Market Sts., Philadelphia 





““Kork”’ Soles 
In Working Shoes 


SAN FRANCISCO, CALIF.—Buckingham 
& Hecht are manufacturing a new style 
of workmen’s shoes: utilizing “kork 
soles” made of a compressed composite 
of cork and other ground material to 
overcome the shortage in sole leathers. 
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Trade Literature 


Attractive New 
Edwards Catalog 


PHILADELPHIA, Pa. — Despite limita- 
tions imposed by wartime conditions, 
there is little evidence of restrictions 
in the appearance and content of the 
new catalog of instock styles for the 
Fall and Winter season, issued by J. 
Edwards & Co., makers of misses’ and 
children’s shoes. The catalog is of gen- 
erous size, sufficient to display three 
shoes to a page. 

In its thirty-two pages each style is 
illustrated and sufficient space is avail- 
able for necessary information. The 
price list is separately printed so that 
a merchant can, if he so desires, show 
illustrations in the catalog to his own 
customers. The decorative features are 
attractive, the principal features being 
a red, white and blue ribbon supported 
by flying eagles and draped to form a 
V down the center as the leaves are 
opened. A cover of substantial weight 
in blue with a red imprint encloses ‘the 
catalog, one of the most effective thus 
far put out by this house. 


Bates Catalog Issued 


Boston, MAss.— Pointing out that 
‘war production and war economy defi- 
nitely prescribe fewer styles” and that, 
in consequence, “store operation under 
this policy should include ample sizes 
and widths on each style,” the Bates 
Shoe Company, of Webster, Mass., in 
its 1943 catalog of in-stock footwear 
for men, limits the number of shoes 
pictured and shows a revision of its size 
schedule which will enable the trade to 
get several staples in sizes ranging 
from 6 to 14 and in widths from AA 
to EEE. 

Featured in the forepart of the cata- 
log are five types of “Six Footers” 
which make men look taller, the re- 
maining part being devoted to a dis- 
play of street and dress footwear for 
civilians and men in the services. In- 
cluded are the four well-known Bates 
lines—the Webster Park, Super Qual- 
ity, Peg-Flex, Extra Quality and Bates 
Street. -A total of 61 styles are illus- 
trated. 


Thomas H. Noonan 


PHILADELPHIA, Pa.—Thomas H. Noo- 
nan, 56, for the past 21 years assistant 
to the president of the Penn Leather 
Company, 322 N. 3rd Street, here, died. 
recently at the Lakewood hospital, 
Lakewood, N. J. 

Before joining the above firm, Mr. 
Noonan was connected with the United 
Shoe Machinery Corp., of Boston, Mass. 
He lived at 4300 Spruce Street and 
was a member of the Penn A.C. 

He is survided by his wife, Adelaide. 


Repair Shop Feature 
Of Shoe Store 


SALINA, KANS.—A major asset in 
keeping customers coming into the shoe 
store in these days of conservation at 
the Seitz Shoe Company store here is a 
handsomely laid out shoe repair shop— 
into which five salesmen of the store 
“steer” every new customer at some 
time during the footwear sale. 

George Seitz, president of the store, 
a typical family organization carrying 
shoes for all members of the family, 
has operated the repair department 
along with regular footwear promotion 
since 1916, and has aggressively mer- 
chandised the repair department during 
that time. “We thing the major ad- 
vantage of the repair shop is simply 
the fact that it provides an attraction 
to bring the customer in time and time 
again through the years,” he said, “so 
that when a footwear customer visits 
our store four and five times a year, he 
begins to think of Seitz as his regular 
shoe source, and isn’t likely to go any- 
where else. We do repair work for 
around 60 per cent of our customers 
who come in from three to six times a 
year; thus we seldom lose touch with 
them once they’ve visited us for a pur- 
chase.” 

The shoe repair shop is located to 
the right of the children’s shoe depart- 
ment in the rear and separated by a 
shining plate glass door. Here, with 
modern equipment handsomely painted 
and fluorescent illuminated, one man 
handles the whole repair job, capable 
of turning out thirty pairs of heel-and- 
sole jobs per day at maximum. None 
of the customary rubble and disorder of 
the shoe repair shop is allowed to ap- 
pear at Seitz—a simple point which 
scores heavily with neat housekeepers 
who look over the shop. Finished re- 
pair jobs are polished, given new laces, 
and displayed along a double shelf just 
inside the door where most customers 
can see them. 

Large stocks of first-class sole 
leather, dyes, etc., are shown in con- 
venient display positions, and every 
emphasis laid on the desire of the store 
to serve the customer completely with 
his footwear problems. In addition, the 
store keeps a card in the window advis- 
ing passers by of the shop’s services. 

Mr. Seitz sends out a postcard re- 
minding the customer of the shop and 
quoting prices six months following the 
initial purchase and every three months 
thereafter. Thus, a steady stream of 
regular custcmers is realized. 


Offer “Swing Shift” Footwear 


SEATTLE, WASH.—Harry Perkins, in 
charge of the exclusive shoe section of 
Best’s Apparel, Inc., at Pine and West- 
lake Ave., has launched a “Swing 
Shifter” shoe series, for thousands of 
customers on that “swing shift” from 
four to midnight daily—the special foot- 
wear being sold as “swing-shift moc- 
casins” for extra miles on foot as well 
as long hours on the job. 
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Rochester Leads in 
Blood Donor Service 


RocHESTeR, N. Y.—Madison W. 
Pierce, president of William Eastwood 
& Son Co., Inc., oldest shoe retail firm 
here, was leader in earning a distin- 
guished honor for the city as chairman 
of the Blood Donor Service of Roches- 
ter Chapter of the American Red Cross, 
which had 40,022 donors up to Aug. 21. 

Award of the “E” to the service has 
been made by the Army and Navy for 
this record — the largest number of 
donations per capita of any city in the 
country, and surpassed in the actual 
number only by New York, Philadel- 
phia and Boston. 

Announcement of the honor was 
made ty Under Secretary of War Rob- 
ert P. Patterson and Under Secretary 
of the Navy James V. Forrestal. High 
ranking officers of both the Army and 
Navy, as well as representatives of 
the National Red Cross, will be here 
for ceremonies of presentation, to be 
held at a date to be determined later. 


H. M. Smith Recovering 


RocHESTER, N. Y.—Friends of Hen: y 
Merton Smith, former president of the 
New York State Shoe Retailers’ Asso- 
ciation and prominent shoe retailer of 
Penn Yan, N. Y., are gratified to learn 
that he is recovering from a _ recent 
illness. 


To Open Baker Store 


ATLANTA, GA.—A new Baker shoe 
shop is to be opened shortly at 97-101 
Peachtree St., N.E. The space occu- 
pied will be about two-thirds of that 
formerly occupied by the Woolworth 
company, which abandoned the location 
about two years ago and, when re- 
modeling and renovating have been 
completed, this will be one of the largest 
and finest shoe establishments in the 
city. 


Shoe Man Heads Club 


JONESBORO, ARK.—Arthur P. Jones, 
manager of the Jones Bros. Shoe Store, 
one of the oldest shoe stores in Eastern 
Arkansas, has been elected president of 
the Jonesboro Kiwanis Club for the 
year 1943 and will assume office on 
Jan. 1. 


Henry Baily 


LOGANSPORT, IND.—Henry Baily, 56, 
one of the largest merchants here, died 
recently from a heart attack. He had 
been ailing for the past year. He had 
operated the finest men’s clothing and 
furnishing stores in the northern part 
of Indiana, and also carried a line of 
nationally advertised men’s shoes. 

A former president of the Indiana 
Retail Clothiers’ Association, he was 
a charter member of the Rotary Club 
here and belonged to the Elks and 
Masonic lodges and the Logansport 
Country Club. 
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The Army’s Hard on Shoes 


Camp BLANDING, FLta.— The army 
recruit will find that after three or four 
weeks of intensive soldiering his pair of 
shoes, which he thought would last for- 
ever, needs a half-sole job. That is why 
the camp Quartermaster operates a shoe 
repair shop which saves the government 
thousands of dollars every month by 
keeping the $3.40-a-pair shoes in good 
condition. During the last six months, 
87,000 pairs have been repaired by the 
49 civilian cobblers employed in the 
shop. Moveover, since March 1, 23,000 
pounds of scrap rubber have been saved 
by the shop for war industries. 


Appointed USO Head 


SAN FRANcIscO, CAL.— Charles S. 
Hobbs, sales director for the White 
House, has been appointed chairman 
of the San Francisco United Service 
Organization. 





Effective Promotion of 

Military Types 
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O'CONNOR & GOLDBERG 
205 STATE ST. Seth, of Adems © 59 MADISON IT. Wert, acer Brerbere 
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Chicago, Ill.—Proof that there is 
opportunity for effective men's shoe pro- 
motion even during war-time is seen in 
that staged by O'Connor & Goldberg. 
Each year, during the latter part of 
August, it has been the policy of this 
firm to introduce new styles or new fea- 
tures in men's shoes. This year the news- 
peaper advertising was timed to coincide 
with the All-Star Football game, Chi- 
cago's leading Summer sporting event. 
The advertising introduced "O. G. Com- 
mandos", shoes with triple soles. 

Harry Silver, men's shoe buyer, report- 
ed that the shoes which had been in the 
window during the previous two weeks 
had received an excellent acceptance. 
He also reported record sales of the 
firm's special military shoes, offered in 
a tie and a buckle pattern and featured 
as “Military styles for soldiers, sailors, 
and civilians.” 
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MEN'S ZIPPER OXFORD 
LOUNGE IN COMFORT 
@ LEATHER SOLES 
© NEW PATTERN 
@ RUBBER HEELS 
@ PERFECT FIT 


STYLE 1250 - - - + = $1.00 
SEND FOR CATALOG 
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Carton Label 
OLMAN- DAVIDSON 


—ADVERTISING PRESS 
BROCKTON, MASS. 
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Inducted into Army 


INDIANAPOLIS, IND.—Richard Griggs, 
traveling representative for the D. 
Myers Co., footwear manufacturers, 
Baltimore, has been inducted into the 
Army. He was an active member of 
the Indiana Shoe Travelers’ Associa- 
tion, and traveled Indiana, Kentucky 
and Tennessee. 
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This handy 
STOCK RECORD BOOK 


— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 


Black Cloth binder—11%” x 1334” 


100 Daily Sales and Stock Sheets, (Form 7100) 
and 1 Comparison Form #105 2.50 


2 Inventory Pads (100 sheets) 7106 0.50 


2 Buying Order Pads (50 sheets) 7107 0.50 
(or 4 of each, as preferred) — 
$6.00 


(West of Denver) $6.50 


(Sample sheets with guide jor use sent on request) 


$2.50 





Sales Record Slips: Form D 
Per Pad (100 Slips) 


Refund Record Slips: Form E 
Per Pad (50 Slips) 


Customer Record Cards: Form F 
100 (Size 5” x 3”) 
(500 @ $6.25; 1000 @ $10.00) 


$0.25 
$0.15 


$1.50 





Ceiling price carton tickets, Form G 
1%” x 3%” (gummed top) 1 gross 


1000 

Shoe Carton Tickets: Form H 
1%” x 3%”, 1000 $2.25 
5000 $10.00 


PROFIT CHARTS —25c. each; an accurate method of 
figuring selling prices. 


Check with order, please, unless C.O.D. Shipment is 
preferred. 


Orders filled for any forms preferred. 


$0.50 
$2.50 











Shoe Retailers Lend a Hand 


RocHESTER, N. Y. — Requests that 
traveling shoe salesmen be permitted to 
have sufficient gasoline to carry on 
their essential work were to be made 
by the New York State Shoe Retailers 
Association in appeals to members of 
Congress and to rationing authorities. 

Philip G. Shank of Union Springs, 
N. Y., a well known traveling shoe 
salesman who represents the Wohl Shoe 
Company of St. Louis, presents the case 
succinctly for all traveling shoe sales- 
men, outlining the dilemma with which 
they are faced, in a letter to the as- 
sociation. 

“Gasoline rationing, as it stands at 
present,” he writes, “will seriously in- 
terfere with the normal functions of 
shoe travelers who operate in the re- 
stricted area. This unfair and inequit- 
able edict not only affects we who travel 
but.it also works a hardship on you 
retailers. 
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MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, IIl. 
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“Present day style problems make it 
impossible for you to buy far in ad- 
vance and, generally speaking, the in- 
dividual retailer cannot leave his busi- 
ness and go several hundred miles to 
market every time he needs additional 
seasonable merchandise. No traveling 
man can rely upon a common carrier 
to reach many of the towns where he 
must call. 

“If this set-up is fair for one part 
of the country, it is fair for every part 
of the country, but so long as there is 
a drop of gasoline available for pleasure 
driving, motor boats, etc., there is no 
valid reason why any traveling man 
should not have sufficient fuel to carry 
out his essential duties.” 


Earns Commission in Army 


ROCHESTER, N. Y.—Robert Sizer, who 
formerly traveled New York State for 


George W. Chesbrough, manufacturer 
of children’s shoes, is now a lieutenant 
in the United States Army, earning his 
commission on the completion of a 
course taken since enlisting. He is a 
son of Walter B. Sizer, formerly of 
Rochester and now manager of the A. 
E. Nettleton Company shoe store in 
Syracuse. 


To Match Belts, Bags, Shoes 


MIAMI, FLA.—Burdine’s, Miami, is 
preparing to tie in matching belts, bags 


and shoes. It is felt that this will be a 
season when accessories will have out- 
standing importance, and belts will play 
a leading part in a smart ensemble. 
Therefore they will be of the same 
leather as shoes and bags. It may be a 
carry-over from the military influence 
which is so prominent in the Fall sil- 
houette. 
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For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 


To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 








To Retailers: 








Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 


For complete information please consult 


LOUIS HALLER | 
GORDON STRONG AND COMPANY 


209 S. State Street _ Harrison 8191 




















September 5, 1942 











MANAGERS WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








MEN 

Experienced in family shoe store manage- 
ment; also assistants with retail shoe sell- 
ing experience. Send letter stating age, 
draft classification, experience and refer- 
ences; also a small photograph. Positions 
available in midwestern towns of 30,000 
to 50,000 population. 

Address Box 633, BOOT AND SHOE RECORDER, 

1627 Locust Street, St. Louis, Me. 














HELP WANTED 


ANTED: Experienced Salesman capable of 

assisting boss in running a large family shoe 
store in a town of twenty thousand in Western 
Pennsylvania. To the man we are looking for—- 
we have a worthwhile proposition to offer with 
a real future. Reply will be held in strict 
confidence. Address #634, care Boot & Shoe 
Recorder, 100 E. 42nd Street, New York, N. Y. 


ETAIL SHOE SALESMAN WANTED: 

Experienced in popular priced shoes for en- 
tire family, who, with brief training perio, 
can assume management of Family Shoe Store 
in medium sized Middle Western Town. Prefer 
man now located in Indiana, Illinois, Ohio or 
Michigan. Address reply to: MILLER-JONES 
COMPANY, COLUMBUS, OHIO. 











WANTED: Men or Women Shoe Department 

Managers, Assistants, and Salesmen. Wo- 
men’s Novelty Shoe Chain operating Middle 
West, Texas and Virginia. State draft classifi- 
cation and experience. Excellent opportunities 
for right persons. Address #631, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





HOTELS 








HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 
CLARK NEAR JACKSON 
CHICAGO 

















New Store Hours 
Bring Business 


SEATTLE, WASH.—“Christmas in Au- 
gust” is the way the shoe departments 
and shoe stores characterize the onrush 
of Monday evening buying that has fol- 





ANAGER, married, now employed with large 
New York Chain Family Shoes; knowledge 
of merchandising; would like make change. Ref- 
erences. Address #630, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York, N. Y. 





FOR SALE 





LORIDA—$5000 cash will purchase four 

shoe stores 100 per cent locations all with 
new fronts, equipped with new furniture and 
fixtures. Reason for selling owner being called 
for active military service. Landlords will co- 
operate. Address #635, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
| ii, 2 





LINE WANTED 


W ELL ESTABLISHED SALESMAN with 

large following in Jersey territory wants 
factory line to sell to Army and Navy and 
Department stores. Address #629, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








INE WANTED: Manufacturer’s Infants’ 

Compos, Prewelts, Stitchdowns, Welts, Soft 
Soles, requiring salesman experienced, acquainted 
volume accounts; highest references. Address 
#632, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes fron 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 

















SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shees retailing 
from $5.00 and up. Short term leases as- 
sumed. Write im confidence to 
A. L. BARIS. Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















CASH 


For Entire Stocks or Surplus Merchandise 
This is a good time to dispose of them 
We can use any quantity and pay the highest 
prices. 

CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 2062 








HOTELS 











lowed staggered hours of stores, permit- 
ting mass opening until nine o’clock 
Monday evenings on account of stores 
not throwing open their doors Monday 
until just before noon. Crowded are 
shoe departments on these Monday 
nights. 














MANUFACTURERS—RBETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stecks. 
Branded or unbranded. Generous prices. 
Write, wire er phone. 


BARSH & CEASAR 
19 N. Foarth St. Philadelphia, Pa. 
Phone Market 1666 




















WEBUY 
Entire or Surplus Wholesale and Retail! 
Stocks. Also Brand Shoes such ar 
Walk-Over, Florsheim, Enna-Jettick, 
ity, Arch Preserver, Queen Quality, 
tonians, Stetson, Red Cross, Nunn-Bush, Et« 


IRVIN RUBIN 
“The House of Jobs’’ 
Sf Reade St., Cor. Church 
Phone Barclay 7-787 New York City 











CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments, Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication <9 
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